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They'll say GOOD-BYE" to bills like these \ * 
when you specify SILENTITE Windows! [erg 
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Year after year, home-owners will thank you for select- | 


ing Silentite Windows—because of the bills they don’t 
have to pay! 

Gone forever are the extra fuel bills caused by heat- 
leaking, draft-inviting windows. That's because Silentite 
Windows are insulated—made with patented “floating” 
weatherstrips and many other weathertight features. 


Silentite is a Wood Window—which means extra insu- 





lating value. 

There are fewer cleaning bills, too, in a house with 
Silentite Windows. Dust stays out—draperies, walls and 
furniture need less cleaning. 

Silentite Windows are designed and built to give a 
lifetime of smooth operating service. They take and 
hold paint lastingly. They cannot rust or corrode. They 
do not encourage condensation. 

We believe Silentite is today’s most modern w indow— 
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It’s like putting money in the bank when you put 
Mosaic Ceramic Tile on your floors and walls... 
for the money you save every year, in maintenance 


alone, really adds up! 


Living Room % Entrance Hall 


Tile Floors in 
M. G. Parnell 
Residence, 
Cincinnati, Ohio 


Dining Area Mosaic Ceramic Tile cuts costs for you from the very 
moment it’s installed, Dirt, stains, grime disappear 
with a minimum of effort, a minimum of expense, 
Virtually indestructible, its wear-resistance is phe 
nomenal, while its exceptionally hard surface defies 
efforts to write, scratch, carve or otherwise mat 


floors and walls covered with this material. 


Mosaic Tile’s low first cost plus low maintenance 
equals low overhead . . . fatter returns on your 


investment, 


Get to know tile, its beauty, versatility. Consult your 
architect, builder, tile contractor or write Dept. 12-12 
The Mosaic Tile Company, Zanesville, Ohio, for 
up-to the-minute information. 

Kitchen 


THE MOSAIC TILE COMPANY 


(Member—Tile Council of America) 
OFFICES IN PRINCIPAL CITIES 
OVER 3000 DEALERS TO SERVE YOU 
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“PERFECT HOME MAGAZINE IS THE MOST EFFEC- 
TIVE PIECE OF ADVERTISING WE HAVE EVER 
HAD THE PLEASURE OF USING,” 


Says Virginia Realtor 


Randall J. Hicks of Hicks Realty Company, Alexandria, Virginia, has owned 
his own business for the past 10 years, devoting most of that time to the sale 
of real estate in Virginia, Maryland, and Washington, D.C. He is a member of 
the Alexandria-Arlington-Fairfax Real Estate Board, Washington, D.C. Real 
Fstate Board, Alexandria Chamber of Commerce, Alexandria Merchants Asso- 
ciation, Masonic Lodge 22, and the Civitan Club of Alexandria 


HAVE been engaged in advertising and sales promotion work for 25 years 

continuously, part of that time on a national basis,” says Randall J. Hicks, 
realtor of Alexandria, Virginia. “Therefore, I believe I can speak with some 
degree of authority with reference to effective and high type advertising. 

“My associates and I can say with sincere honesty that Perfect Home Maga- 
zine is without doubt the most effective piece of advertising for our local 
business that we have ever had the pleasure of using. It is gratifying to us to 
have clients come into our oflice from outlying states as far as New York and 
advise us that they have seen one of our magazines through a friend and, 
because of its quality, called on us as a real estate broker when arriving in this 
community. This has happened in many instances in different states. 

“So far as good will on a local basis is concerned, we believe Perfect Home is 
second to none, not only for Hicks Realty Company, but for all our co-sponsors. 
We have had any number of clients, whom we did not know, come in and list 
their property for sale because they had been receiving Perfect Home. As one 
client put it, ‘Anybody who could sponsor a magazine of such high type must 
be a desirable one with whom to deal.’ We give you this in order to show the 
psychological reaction to the Perfect Home, as well as the high desirability of 
the material which it contains.” 

Enthusiasm such as this is understandable if you have read any issue of this 
monthly prestige-builder. It is alive with ideas, authentic articles, new informa- 
tion, sparkling photographs of homes. Perfect Home is edited to be its sponsor's 
own publication. The sponsoring company’s name appears as the publisher on 
the front cover, and the back page lists the leading, reliable, local building 
factor who join the sponsor in publishing it. 

The cost of sponsoring Perfect Home Magazine is nominal. Under the Perfect 
Home Plan, editorial preparation costs are shared among its users throughout 
the nation. Local reproduction and mailing costs are in turn divided among 
selected firms who sponsor it. 

A limited number of exclusive, annual, renewable franchises for use of 
Perfect Home Magazine is still available. If you are interested, address your 
inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 


NATIONAL REAL ESTATE AND BUILDING JOURNAL is entered as second class matter, August, 1942, at the post office, Cedar Rapids, lowa, under 
the Act of Congress, March 3, 1879. Copyright 1950, by Stamats Publishing Company, Member, Audit Bureau of Circulations. Terms: 3) cents a copy 
S$ a year, $7 two years, $10 three vears in the United States. In Canada, $5 a vear; in all other countries, $6.50 a year. Back issues $1: roster issuc 
$10 to non-subscribers 





GEORGE DAUB, Architect 


A “HIDDEN FEATURE” OF MODERN HOMES—TELEPHONE RACEWAYS 


Most modern homes owe their beauty to 
clean simplicity of design — inside and 


out. Such beauty is always enhanced 
when telephone wires are coneealed 


within the walls. 


Telephone conduit, built in during 
construction, makes concealed wiring 
easy. And it promises that more tele- 


phones may be added later with the same 
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regard for handsome walls and wood- 
work. One or two lengths of pipe or tub- 
ing placed in the walls are usually enough 


for the average house—and the cost is low. 
g 


Your Bell Telephone Company will be 
glad to help you plan telephone wiring 
Why not 


call your Telephone Business Office for 


facilities for any type of home. 


free telephone planning service? 
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17,000 house hunters lined up Saturday and Sunday for 
an opportunity to go through the pilot house 
Yet. more 


(Price: 310,950) 
amazing is the faet that other builders’ homes in the 


Chicago area completed months previously — still remain unsold! 


eneral Electric 


@ ‘Vested merchandising programs that have 
helped so many other builders enjoy phe- 


nomenal sales results. 


@ Phe brand of electrical appliances that people 


preter to all others. 


@ One source of supply for matched equipment 


July 


Builders and real estate people state, without reservation, that the 
overwhelming success of this “House of Charm” project is the 
complete General Electric Kitehen-Laundry. Why not let General 


klectric help sell your houses faster, too 7 


you all this : 


. a full line of cabinets and appliances. 


@ Assistance in designing and improving kitch- 


en layouts for your houses. 


@ And most important: Remember that G-E 
equipment is world-famous for its depend- 


ability! You can put your confidence in G.E! 


1950 NatioNat Rear Esrare ANnp Buitpinc JOURNAI 





“One week after this advertisement was 


run, 131 houses with General Electric 
Kitchen-Laundries were sold at $10,950 
each. Now our only limit to house sales 
is our ability to obtain additional man- 


power for construction!” 


Let Messrs. Abbott and White of Chicago. Ill. tell you, 


in their own words. of their experiences— 


“On Saturday. 7,000 people went through the pilot house, 


and on Sunday an estimated 10,000 people went through. 


“Prospects were frankly amazed, and the question asked 
repeatedly was: Do we get all this General Electric equipment 


with the house? The answer*YES” surprised and pleased them. 


“People who did not have sufficient cash with them dug 
into their pockets for as little as twenty dollars and asked 
whether we would hold a house for them until they could get 





As little as $4.80 more a month! 


You can include General Electric Kitehen-Laundry 
equipment in your houses for as little as $4.80 a month 
extra when it is included in the long-term realty mortgage. 

Furthermore, the slight increase in monthly payments 
may be offset by the economical operation, low mainte- 


nance and long life of General Electric appliances! 
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back with the full down payment. You would have to see what 


was happening to believe it. We are getting phone calls. cards, 


and letters from a radius of one hundred miles from Chicago. 


“Today our only limit to house sales is our ability to obtain 
additional manpower for construction! This, in spite of the 
fact that some other low-priced houses in this area are mov mg 


very slow ly . 


“We certainly appreciate all the co-operation that the Gen- 
eral Electric people have extended to us in launching our sue- 
cessful program, and we are awed by the faith and enthusiasm 


that so many house hunters have for General Electric equipment 


Let us help pre-sell your houses! 


We will work hand-in-hand with you to achieve similar results 
in your area. Remember. too, that this successful Chicago 
program has been duplic ated in many other sections of the 
country. From Marvland, Colorado. New York, Washington 


1). C.. and other cities come similar enthusiastic reports 


Contact your local General Electric distributor for complete 
facts about the G-E “Kitchen Package the Home 


Bureau. General Electric ¢ ompany, Bridgeport 2, Connecticut 


or write to 


You can put your confidence in— 


GENERAL @® ELECTRIC 
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1. Small low-cost home 


2. A typical garden apartment 
rental project. 


til! MMERICAN HOUSES —fo 


MODERN WAY TO BUILD SOUNDLY AND PROFITABLY 


House arrives on truck 


You may be an operative builder of large projects, either for 
rental or sale—a builder of small developments—or a local 
contractor of single houses ranging from $6,000 to $35,000. 


No matter which, it will pay you to build the American House 
way! American Houses, Inc. sells on/y to builders. You can 
build one American House or a thousand-house project with 
no competition from any of our other builders 


Shown on this page are five typical American Houses and 
American Houses projects: 1. Small, low-cost home. 2. A 
typical garden apartment rental project. 3. Large, luxury 
home. 4. 6-family garden apartment (now being built as part 
of a 1,000 dwelling-unit project at Fort Bragg, North Carolina, 
under the Military Housing Act). 5. Medium-size home. 


American Houses, Inc. was founded in 1932. Since that time, 
hundreds of home builders have turned to American Houses’ 
modernized system of construction which combines prefabri- 


cation with conventional building 


First to recognize the advantages of this modernized system 
of building were large operative builders. Then local contrac- 
tors and builders of small projects discovered that this system 
lent itself ideally to their operations and that they, too, could 


enjoy the same benefits and profits accruing to large operators. 


The preeminent position which American Houses, Inc. has 
acquired is the result of its knowledge, “know how”’ and experi- 


ence gained from constant experimentation, extensive research, 


Floor sections go into place 


Wall units being erected 


and from fabricating the parts for many thousands of house 


American Houses’ method of building is now a tested, prove 
and unified process with nationwide acceptance by operati 
builders, local contractors, federal agencies and financi 
institutions. 


The product, system and service of American Houses, Inc. 
now available to additional well-established builders. If ya 
operate East of the Mississippi, your territory may be ope! 


FACTS ABOUT 
AMERICAN HOUSES 


You build better houses faster at a lower price—and ma 
more money—with American’s product, system and servid 
HOUSE DESIGNS—for a wide range of markets. Acceptab 
to F.H.A. and V.A. Adaptable to practically all building cod¢ 
BLUEPRINTS AND SPECIFICATIONS —A complete set wi 
each design. 

PRICE—A firm quotation on all materials supplied. 
MATERIALS SUPPLIED—All carpentry materials. (Lumber 


of standard dimensions.) 
Pre-cut sills, girders and headers, with the floor systq 
in pre-assembled panels for quick and accurate erecti 


on builder’s foundation. 


is WiT 


Partitions erected 


aT 





3. Large, luxury home 


4. 6family dwelling unit 
at Fort Bragg, N. C. 


greater profits! 


Sheathed and insulated wall panels with windows and 

doors flashed and installed with hardware applied. 

Interior partitions with doors installed, with hardware 

applied 

Pre-cut ceiling joists and rafters of pre-assembled trusses 

as design dictates y y es 23 
Roof sheathing and composition shingles 


bh cm 
&: — J : 
ss ; , el te D 
Te oem pe igen 
Other items such as dormers, stairs, porches, etc., par- 3 i ae me inde NS vag . 


tially pre-assembled for quick erection in field. 


v. 


5. Medium-size home 
Finishing materials tor site application: 


Interior: Hardwood flooring, '2"’ gypsum wallboard, 
interior trim, closets, cabinets, etc. 
Exterior: Gutters, wood siding or shingles, exterior 
trim, screens, blinds, etc. 

Sufficient nails, sheathing and roofing paper, bridging, 


linoleum base, blocking and furring, etc. 


MATERIALS NOT SUPPLIED— Masonry, plumbing, heating, 


electrical work, painting and decorating e | / 
olders . 
AMERICAN HOUSES, Inc. " Both give you more 


165 West 46th St., New York 19, N. Y. we de deco coer 
en uct, system 
| BRANCH OFFICES | and service of 
Richmond, Va. *® Washington, D.C. © Knoxville, Tenn. American Houses, Inc, 
PLANTS 


Allentown, Pa. ¢ Lumberton, N.C. ¢ Cookeville, Tenn. 





HE PRODUCT, SYSTEM AND SERVICE OF AMERICAN HOUSES, INC. 


Photographs by Rodney McCoy Morgan 


Pre-cut and notched Ceiling joists and rafters 


Plywood roof sheathing and Roefing and siding 
ceiling joists being erected going into place 


dormers going into place being applied 








NEWS FLASH FROM NEW ORLEANS 








World-famed Chrysler Airtemp Sealed Radial 
Compressor. Ten of these Central System units 
and seven ‘Packaged Air Conditioners 
cool the 6-story Times-Picayune Building. 











Another distinguished name—that of ee 

Times-Picayune—has been added to the 

of modern Pag eye air conditioned by 

7 ee the decision was made to air condi- 
t 


naturally, the newapanes lt ery — 


For Chrysler Airtemp—buillder of THREE basic 
a the one firm which could provide the 

EAL installation for this pga eects emer To 
supply adequate cooling for the entire the 
face of widely varied heat loads of the wer pyro 
ments vital to a newspaper—it was 
17 different cooling units—rangin from 7s.20n Radial 
Compressors to compact 3-ton “Packaged” Air Con- 
ditioners. 
Chrysler a s specialized knowledge and experi- 
ence in solvin Tineon problems are available to you 
at all times. Through regional offices and dealers in 
principal cities—Chrysler Airtem a ee the services 
of trained engineers to assist Arc 
Contractors in a ee meee ts Nr the the RIGHT 
system for each job 
struction Corporation, subsidiary of Crysler Corpor 
tion, will assume entire nr snmgmanie ts A 3 huh all or r any 
von’ of your air conditioning projects—-from 

ation to final inspection. 
Let us send you the complete story of Chrysler Air- 
temp's services and products. It should prove a big 
help to you. Just fill out the coupon and mail it today. 


The Washington Column 


WasHinoton, D.C. It appears certain that, where 
ever possible, public housing is to be located on va 
cant land instead of cleared slum areas. A policy 
statement, issued by Ray Foley, PHA Commissioner 
Egan and Slum Clearance Director Keith makes it 
clear that public housing projects are an important 
adjunct to urban re-development programs 

Slum clearance can’t start in any volume until 
new houses have been provided for slum residents 
and that type of land is too expensive for public hous 
ing, government officials say 

° io — 

If Fannie May is transferred from the RFC to 
HHFA, as called for in Reorganization Plan No. 22, 
look for increased purchases by Fannie May of VA 
and FHA loans. Such a move would be another fac 
tor in sustaining production credit. Theoretically, 
Fannie May is supposed to re-sell mortgages to in 
vestors, but profits produced by the 4% and 414 
mortgages have evidently deterred Fannie May sales 
men from making a sales pitch. These profits, in the 
millions each year, cover other RFC losses, such as 
Lustron, and make the agency’s balance sheet look 
more favorable. Leaders believe, however. that Ray 
Foley plans a concentrated sales effort to turn over 
Fannie May’s portfolio, provided Congress doesn’t 
upset the apple cart by saying Fannie May will re 
main with FRC, instead of coming under Foley’s 
protective wing 

° o + 

Senator Sparkman (D., Alabama) has gone on re« 
ord twice in recent weeks to say that cooperative 
middle-income housing will be a major issue next 
year in Congress. The CIO is keeping its guns oiled 
to trv and get this bill through. However. all indica 
tions are that it would be more soundly defeated 
next year than it was this time .The booming produ 
tion rate makes the difference, plus the fact that FHA 
expects a lot of units to be started under Section 213 
of the Housing - of 1950. As one large builder in 
the Southwest said. “I don’t like this co-op housing, 
but I'm going to buik 1 some anyway 

e —_ * 

Carl T. Mitnick. president of the South Jersey 
League of Home Builders, has gone on record for a 
1)-year mortgage at 4% with FHA and VA at par 
ity. On a VA mortgage, that represents $4.17 per 
month per thousand. He also wants FHA to cut their 


Please turn to page 16 
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It's Easy to Subscribe! 

If you are reading someone else’s copy of the 
Journal and you want this parade of profitable 
ideas coming to vou every month, just fill out 
the coupon below and send with your remit 
tance to: National Real Estate and Building 
Journal. Cedar Rapids, lowa. Cost of a 

year subscription is only $7 


Please enter my subscription for two years at 
$7 to National Real Estate & Building Journal 


Name Address 
City State 


Business Classification 
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Again the choice for faster, easier, low-cost erection... 


STRAN-STEEL 


NAILABLE 


FLOOR JOISTS 





The S3-acre Shirley-Duke 
project is the largest post- 
war apartment develop- 
ment near the nation's 
capital. Credit for its con- 
ception and pre-planning 
goes to Mr. Don A. Loftus 
who arranged for land 
purchase, financing and 
builders. 


Builders of the large, low-cost Shirley-Duke 200-building project specified 
Stran-Steel Nailable Floor Joists throughout for quicker erection, quicker occu- 
pancy—lower costs. Rents start at $59.75, go to $72.50 for two-bedroom unit. 


Use of Stran-Steel nailable floor joists throughout Stran-Steel nailable floor joists bring to the Shirley- 
suburban Washington's 2106-unit Shirley-Duke Duke project proved quality, strength and durability 
apartment project speeded erection time ...permit- ... keep expenses down, help make possible the low 
ted quicker occupancy ... helped bring in rents faster. rentals which feature this development. 


Cost of installation was less than usual because no If you are planning a similar multi-unit garden-type 
special construction personnel was needed. This sav- apartment project, or any other new residential, 
ing in manpower and time was further augmented by commercial or industrial construction, it will pay 
the patented nailing groove found in Stran-Steel you to investigate the proved advantages and 


framing members, and because of its sag-proof, rot- economies of Stran-Steel nailable floor joists. 





proof and fire-proof qualities — advantages which 
ul 1 . : ei oe ate - Joist depths and gauges available for 
allow low insurance rates and assure minimum acmnal epan ond tend coquiementa, 


maintenance costs. 





GREAT LAKES STEEL CORPORATION 


STRAN-STEEL DIVISION + ECORSE, DETROIT 29, MICHIGAN 
UNIT OF NATIONAL STEEL CORPORATION 
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For yourionts THE ULTIMATE 


HOW YOU CAN OFFSET THE COST OF 
All-Year AIR CONDITIONING 


Many conventional features of a house no 
longer have functional value when you design 
it around Servel All-Year Air Conditioning. 
You can leave out porches, fireplaces, screens, 
double-hung windows, etc., in your prelimi- 
nary plans. Generally, you’ll save enough to 
make up the cost of the Servel system. And 
you'll find clients feel they’re making a won- 
derful exchange. For the things they give up 
provide pleasure only part of the time. Servel 
brings them comfort 365 days of the year! 








ROBERT Hi. WACHENDO: 

8 cooperating with — ate and developer 
. . Servel, Inc — oe 
cinnati Gas and Electric Gumen and The Cin- 
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IN ALL-YEAR AIR CONDITIONING 


¥ 


NaTionaAL REAL Estate AND BuILpING JoURNAI 


For little more than the cost of a quality 
heating plant, you can now offer your new 
home clients the all-year comforts of Servel 
All-Year Air Conditioning. 

You can offer them homes which will al- 
ways be ideally comfortable, no matter how 
hot or cold, how wet or dry, the weather 
outdoors. 

The new Servel All- Year Air Conditioner 
cools the air or heats it. It squeezes out wilting 
humidity in summer, adds just enough mois- 
ture to the air for comfort in winter. It filters 
out dust and irritating pollen, circulates air 
evenly, without drafts through every room 
in the house. 

The whole operation is automatic. Your 
client just sets the Servel Selectrol—and for- 
gets it. From then on, the Servel unit switches 


Architect: Luigi Marioni, 
1518 Beacon Street, Cincinnati 


| 


| 














... AT LITTLE OR NO EXTRA COST! 


automatically from cooling to heating and 
back again, as needed, to maintain the chosen 
temperature. 

A Servel air conditioned home needs no 
porch, no fireplace, no attic fan. Outside 
doors and windows may be kept closed. Glass 
may be fixed, permitting use of a simple wood 
frame. Screens are not necessary. If you plan 
your homes around Servel All- Year Air Con- 
ditioning, you'll find that these and other 
possible savings permit you to include the 
Servel unit for little or no extra cost. 

The Servel All-Year Air Conditioner can 
be easily adapted to any size, style, type, or 
shape of home your client wants. Ask your 
local Gas Company for all the particulars, 
or write to Servel, Inc.,3007 Morton Avenue, 
Evansville, Indiana. 
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ALL Profit from the... 
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STEEL CASEMENT 
MERCHANDISING PLAN: 


Take time out for sixty seconds and read about an 
idea that can put more profit in your pocket! 
Faster, easier selling of houses by many builders 
has already proved the new Mesker Steel Case- 
ment Merchandising Plan is a “natural’”’ for you. 
This plan, the talk of the industry, assumes that 
if you sell more houses, we will sell more windows. 


That’s why when you build a house with Mesker 
Steel Casements, if pays us to help you sell it! 


Installing Mesker Casements means you're using 


windows that are up to 10‘; stronger than com- 
petitive makes, are more weathertight, and feature 
the finest in finish and workmanship. In short 
Mesker Steel CASEMENTS have what home 
buyers are looking for! Our new merchandising 
plan brings in prospects, and helps you sell them 
houses . . . at no extra cost to you. Remember too, 
in most localities, Mesker is the lowest cost residential 
window on the market. 

Send the coupon at right for a complete FREE 
kit outlining this whole plan. No obligation! 


Get the MOST out of what YOU spend for windows 











Mesker’s FREE Merchandising Plan 
helps YOU five ways! 


Count up these promotional helps and see what they 
mean to you in dollars when it comes time to SELL 
your houses. Mesker Steel Casements not only make 
better houses, but Mesker furnishes you a practical 
program that helps to sell every house you build. 
Our plan attracts buyers to your display homes, helps 
sell them on your houses, and supplies them with 
“take home” literature imprinted with your own sales 
story. The entire program is concentrated IN YOUR 
TOWN! And it’s FREE, because our 1950 national 
advertising budget has been allocated to help those 
builders who use Mesker Steel Casements. Check 
into this plan—you’ll agree, every builder who wants 
to sell more houses faster will be dollars ahead with 
the Mesker Steel Casement Merchandising Plan! 


FREE—jOB AND DIRECTIONAL SIGNS 


oar ey yt b, imprinted 
with the name of your project! 


FREE—‘'GIVE-AWAY” LITERATURE 
For your display house visitors to 
take along, reminding them of your 
name and the many osventens of of 
a house equipped with Mesker Steel 
Casements! 


eee 


FREE—NEWSPAPER ADVERTISING 


Depending on the size of your 
development we run newspaper 


FREE—DISPLAY-HOUSE WINDOW POSTERS 


Cleverly-designed ters, affixed to 
your casement iows without fuss 
or bother, dramatically explain to 
your prospects why Mesker Steel 
Casements are America’s finest! 


PLUS—NATIONAL PUBLICITY 


In Mesker’s ne advertising, 
circulated pm 9: ovr of im- 
portant building industry executives. 


oD 


146 UNITS wesnce sTeee CASEMENT EQuIPrtD 
ARCHITECT Polk Agee, Memphis 
CONTRACTOR Margohe Uron Mempan 
MESKER SALES ENGINEERS: Cook & Nichol inc, Memphis 


MESKER STEEL CASEMENTS 


popular with home buyers! 
EASY, SAFE TO WASH 


from inside the house! A feature 
every woman loves. No stretching, 
no straining, no dangerous hanging 
out of window! 


INSIDE SCREENED 


.no man likes to keep painting 
outside screens. Inside screens easy 
to put up and take down, though 
most owners leave up year ‘round! 


EASY OPENING — CLOSING 


with automobile-type ‘‘Mesker- 
Rotor’’ Operator. No tugging, nor 
straining! Especially appreciated 
on windows over kitchen sink 


“CATCH THE BREEZE” VENTS 
Ideal when owner wants to “scoop 
in’ the summer breezes. Lots more 
ventilation than possible with con- 
ventional double-hung windows! 


-- «Get MESKER!” 





MESKER STEEL CASEMENTS 
easy, inexpensive two-step installation 
T=. STEP No. 1 


([N. STEP Me. 2 
. Set window ey Plumb, wedge, 


in the ! JF } nail... 
opening... | 4 ' the job’s done! 


MAIL THIS CouPON NOW! 


Wesker 


BROTHERS 4347 GERALDINE « ST. LOUIS 15; MO. 


Please rush us, without obligation, complete information on the 
Mesker’s Steel Casement Merchandising Plan for builders! 


CIN ia iiccictieprinitcaecitansiitetaceitaiacbieniianiitenmes 
Individ 











For high efficiency 


at lowest 


maintenance cost... 


REYNOLDS 
ALUMINUM 


Rustproof, corrosion-resistant aluminum needs 
no protective painting, yet costs about half as 
much as other rustproof materials. Radiant heat 
reflectivity is an extra advantage in built-up roof- 
ing, and in insulation in walls, under roofs and 
under floors. This insulation is also an excellent 
vapor barrier. Check the list below for the prod- 
ucts your building can use. It will pay you to 


specify Reynolds Aluminum 


Reynolds Metals Company, Building Products 
Section, Louisville 1, Kentucky 


REYNOLDS Lifetime ALUMINUM GUTTERS AND DOWNSPOUTS 
FLASHING + ROOFING ACCESSORIES + NAILS 
INDUSTRIAL CORRUGATED + WEATHERBOARD SIDING 
5-V CRIMP AND CORRUGATED ROOFING AND SIDING 
ARCHITECTURAL SHAPES 
REYNOLDS ALUMINUM WINDOWS 
Residential Casement, Fixed and Picture 
(also Aluminum Screens, Storm Sash & Doors) 
REYNOLDS Rey Kool ALUMINUM BUILT-UP ROOFING 
19” Selvage 
REYNOLDS ALUMINUM REFLECTIVE INSULATION 
REYNOLDS ALUMI-DROME 
(all-purpose pre-fab) 


{ ww vou see aust 
you KNOW IT's NO} 
ALUMINUM 


REYNOLDS 
ite lime ALUMINUM 


BUILDING PRODUCTS 
\ 

ree ———— MAIL THIS COUPON —~——— — — 
Reynolds Metals Company, 4 
Building Products Section, 
2016 South Ninth St., Louisville 1, Ky 

From the listing above, | am particularly interested in the 
following products. Please send complete information 


Name 
Company 
Address 
City State 1 


Zone 


16 July, 1950 


The Washington Column 


(Continued from page 10) 


premium rate from 144% to 144%. He says, “There 
should be no anxiety about the length of these mort 
gages, as it is a known fact that in most portfolios 
the average mortgage, no matter how long the origin 
al term, still is paid off in 7.25 years.” 

* * ° 


The Joint Committee on the Economics Report 
gives these reasons for the housing boom: It was 
generated by an estimated 10%, to 14% reduction in 
the unit costs of new houses, due partly to increased 
labor productivity; liberal use made of Section 608, 
Title VI, and a stepping up of Fannie May opera 
tions; lower money rates, and an increased desire for 
psychological haven from the modern hazards of 
metropolitan and industrial centers. 

* = * 

HHFA reports they prepared all basic data for 

Senator McCarthy’s article for Lustron 
o . = 


Publicity given the liberalized financing under the 
Housing Act of 1950 has stirred up more buyer in 
terest than any other recent legislation. Builders re 
port their offices receive many calls from would-be 
buyers wanting further information on 30-year, 95° 
FHA loans and other types of loans. 

Too many home buyers (and builders in some 
cases) are confused by the FHA plan. They think 
that FHA insures a certain percentage of the sales 
price of a house. They simply don’t understand 
about FHA insuring only a percentage of what it 
considers to be the value of the home 

. e e 


From Journal Readers .. . 


Questions Capital Gains Tax 


Dear Editor 

We are doing a general real estate business. One 
phase of our operation is purchasing houses and 
vacant lots, and then selling them for a profit after 
holding them six months or longer to take advantage 
of the long term capital gain tax law. 

Many of the real estate organizations in our part 
of the country have been doing the same thing. The 
local income tax investigator studied our account and 
demanded that we pay income tax on the total profit 
because real estate was our business 

This is a serious matter to us, and we will appreci 
ate any information you can give us in regard to the 
interpretation of the law 

Name Withheld 


Answer: A real estate dealer, the same as a security 
dealer, is entitled to invest for his own account. His 
profits are capital gains. There is no question on that 
score. But a revenue agent can always raise a ques 
tion of fact, “Is the property, beyond doubt, held for 
investment, or is it held primarily for sale to custo 
mers in the ordinary course of business?” If the latter 
is true, profits are ordinary income and not capital 


| gains. 


It helps the taxpayer's contentions to keep his books 
so that they support his claims. For instance, get a 
separate ledger for “investment” properties. Call it 
the investment ledger to distinguish it from your 
business ledger. Have a sheet for each property with 

(Please turn to page 20 
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HOW to shorten the frip from here EX 
-* a 
to here a * 


--* 


with the MASONITE HARDBOARD FAMILY 


From plan to finished structure, in 19 types and thicknesses — 
the trip is shorter—smoother— speed construction all along the 
when you use the Masonite* Hard- line—reduce building costs— 
board family! Thesehard,smooth, assure quality and owner satis- 
grainless wood panels—available faction. For example— 


HOW to Speed 


Dry-Wall 
Construction... 


Specify super-smooth panels 
of the new Masonite 4" 
Panelwood*. These big, sturdy 
panels, 4’ wide and 8, 10 

and 12 feet long, go right over 
open framework. Panelwood 
won't crack, split, splinter or 
dent—takes any applied finish 
—gives lifetime service. 





AY 
\ 
\ 
\: 


HOW to Provide MASONITE 
Low-Cost Built-Ins 

You can cut the cost of built-in 

features by specifying Masonite 

Hardboards. Above, the handy 

cabinet under the laundry 

trays has ends of %« Tempered co a PO RATI 0 % 
Presdwood*. Doors are 

Tempered Presdwood on wood *Trade-morks Reg U.S. Pat. Of. “Masonite” signifies thot 
frames. Masonite Hardboards Masonite Corporation is the source of the product 
save construction time because 

they are so easily worked with Useful Information—Yours for the Asking— 


ordinary carpenter tools. 


HOW to Make Masonite Corporation NREJ-7 


111 West Washington Street 
Owners Say "Ah”’ Chicago 2, Ilinois 


Masonite Leatherwood— Gentlemen: 

a Masonite Hardboard with 

the rich texture of Spanish- For my files, please send me information and litera- 
grain leather—gives you wide ture about Masonite Hardboards 

scope in planning beautiful 
rooms at moderate cost. 
Leatherwood is %" thick, comes 
in sturdy panels 4° wide and 

up to 12’ long—can be nailed 
or fastened with adhesive 

over any solid backing—and 
even bent to modern contours 


Name 


There are 19 Types and Thicknesses of MASONITE HARDBOARDS for 1000 Uses 
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Here's your 
BIG opportunity! 


LFI’s proven system of paneliza- 
tion produces, economically and 
in large volume, a 3 bedroom 
home that sells at the price of a 
2 bedroom home! Exclusive 
building and sales rights in your 
area mean protected profit op- 
portunity for you! 


GRADE AND GRADE AND Copyright 1940 
UPPER LEVEL LOWER LEVEL Pa ae Walt 8. De Gree — Detroit 


a “Ss 


Be Sure YOU 
Inspect a Tri-Level 
PERSONALLY 


Here’s Why the TRI-LEVEL Offers You Such 
Great Money Making Opportunities 


The 7 room Tri-Level has 3 generously sized BEDROOMS—a 
recreation and utility room, living room, dining room, kitchen. 
All rooms are readily accessible with complete privacy be- 
tween sleeping, dining, living, and play areas. Tri-Level has 
an exceptional amount of closet and storage space. 


LUMBER FABRICATORS, INC 


PRICES: Tri-Level homes are being sold 
Fort Payne, Ala 


for less than $10,000 turn-key including 
excellent realtor-builder profits. The house 


Please send me o copy of “TRI-LEVEL TRIUMPHS", loca shown sells for $9,750 in Latrobe, Pa.—on 
tion of nearest LFI TRI-LEVEL HOME, cod complete details owner's lot 


about LFi's method of building 


Gentlemen 


— (ra 
mae LUMBER FABRICATORS, INC. 


HOMES 
Fort Payne, Alabama 
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HOW TO SELL OR RENT 


YOUR HOMES QU/CKER: 
: 


Here’s Why More and More Contractors Are 
Building Homes with ZONOLITE’ Vermiculite! 


e Today people are looking for houses that cost less to more economically—heat loss into ground minimized, 
maintain... that are more comfortable and conven- These are real selling points for you! 
ient...that provide greater safety against fire hazards. 
Use of Zonolite Vermiculite in homes provides oO Ce] | 4 

; “s mal ZONOLITE Home Insulation 
builders with all these sales features. Wide-awake 

. , : 
builders are using the many advantages of these So Fireproof It Snuffs Out Flames 


iracle products to sell homes faster. ice a . : 
ere P es fast Easiest of all to install! Vermin-Proof, Rodent-Proof! 


Won't pack, bunch, or settle. Flows freely around ob- 


ZONOLITE PLASTER structions for complete insulation. The most fireproof 


= insulation you can put into a home. Tremendous accept- 

Makes Better Walls and Ceilings ance among prospects! 
A Zonolite plastered wall won't chip even when 
nails are driven into it. Holds fire out 4 times longer 
than ordinary plaster. Insulates, muffles annoying . . ‘ 
sounds. It’s 3 times lighter to handle. Speeds con- Why ZONOLITE is Winning 


struction, cuts costs, saves time in preparation and 


. 
meant New Friends Every Day 
], Continuous NATIONAL ADVERTISING—Millions read dra 
matic ads on benefits of Zonolite in Saturday Evening Post 
ZONOLITE CONCRETE and other leading magazines including farm publications 
NATION-WIDE PUBLICITY—News articles that tell the advan 
For Insulated Ground Level Floors * tages of Zonolite are appearing in many popular publications 


Warm, dry basement floors with Zonolite Insulating 3 POINT-OF-SALE JOB SIGNS—People see these Zonolite signs 
5 ‘ *on attractive, modern houses that sell and rent fast 

Concrete! In basementless homes, it means no con- 

densation, no chilling drafts, greater comfort. Per- : —— . spneneeeneed 


mits radiant heat systems to operate more efficiently, 
MAIL COUPON FOR ALL THE FACTS 














Zonolite Company 


135 S. La Salle St., Dept. NRE-70 

Chicago 4, Illinois 

Please send me without obligation data on how I[ can sell or rent my 
homes faster, about the uses of Zonolite Vermiculite and how it adds 
sales features to houses 


Name 


COMI AN ¥ Address... 


135 S. La Salle Street, Chicago 4, illinois City...... Zone 


SZonolite is the registered trademark of Zonolite Company t-——- 
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Every house need 


SISALKRAFT PRODUCTS 


for insulated dry walls 


SEALED. 


FROM THE 


If you want to provide practical protection that adds important 
dollar-value to homes . . . if you know how favorably prospec- 
tive homeowners react to sound construction that means comfort 
and structural endurance . . 
that SISALKRAFI 
is surprisingly small 
are in 
The of SISALATION Reflective Insulation and 
SISALKRAFT reinforced building-paper is mighty important to 


. here’s a business-getting tip: See 


Products are used in every house. Their cost 


The protection they They 


“talking points” 


assure 1s great, 


strong any sale! 


combined use 


structural endurance and comfort in homes. They provide these 
four benefits: (1) Insulation (2) Moisture-vapor barriers (3) 
Wind, dust and dirt barriers (4) Protection against destructive 
weather 

SISALATION saves up to 50% 


compared with other types of 


or more very economical 


insulation, and very effective 
Costs less to apply, 
in winter, 


all year 


too. Saves fuel. Keeps radiant heat inside 


repels sun heat in summer, helps maintain dry walls 


‘round, 


Where SISALKRAFT Products belong in homes you build 


Use SISALKRAFT« 
sheathing of all types of homes 
under all finished flooring 

subfill before pouring c 


AIRTIGHT 


basement 
is Cur- 


w basementiless homes, 
walks 
ver wet c« 


ver exterior t 
floors, driveways, 
ng blankets « merece 
wer 


ind many other 


over 

Ss protec ! 
wecrete slehe protective covers materials 
rd equipment 


WATERPROOF were 
, Use SISALATION f 


ceiling imsulation . 
{ tloor j« 


b isements 


and 
on underside 
r lining att 


r sidewall 
ists a as 
Use Copper Armored SISALKRAFT 

r concealed flashing, etc at 

SISAL ; ilies 
REINFORCED » ( 


about 
pper 


he cost of heavier sheet c 


ntra rs whe ATLONS 
the 


ducts 


ld repu 
as housing units know 


of SISALKRAFT Pr 


is well 
merits 
See for yourself send 


supon for free samples 


The SISALKRAFT Co., 
205 W. Wacker Drive 


I t ‘ i y 


iR-7, 
it 


Dept 
Chicago 6 


* ie 


The SISALKRAFT Co., Chicago 6 + New Yor * San Francisco 5 


20 
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Tax-Savings Ratio 
This 
between annual federal income tax payments 


billions of dol 


table presents long-term relationships 


and yearly personal savings (in 


lars 


U.S. Income Personal 


Year axes Savings 
1925 total $4.6 $15.7 
1930-34 3.2 1.9 (b 
1935-39 . +.6 13.0 
1940-44 30.6 104.7 
1945 19.0 28.0 
1946 18.7 10.3 
1947 19.3 4 
1948 


21.0 
1949 18.1 


74 


» to 
rtoON SS DAES 


1g 


MIND w 


ia 


5 
12.( 
11.8 


Personal savings per dollar of Federal taxes on 
dividual incomes 
Years 1932 to 1934 
of dissaving 


inclusive, showed $2.8 billions 


Sources: U.S. Treasury; 
stitute of Life 


Department of In 


Insuranc e 


Commerce; 











From Journal Readers 
ued fr 


Contin om page 16 


the proper identifying information for each particu 
lar property. 

Verely because a man is in the real estate business 
does not mean that he is prevented by law from in 
vesting as he chooses. However, he must make the 
facts show clearly that the property is not being held 
for trading purposes. The revenue agent does not 
misunderstand the law. He merely interprets the lau 
to fit his viewpoint. The taxpayer with 
facts that he has an investment and nothing else 


must shou 


subscribing months 
have 
timely 


by 


“Since to 
been impressed by many of its 
, well-written, 
in our profession willing 
to digest their contents.’ 
Peek and Son 
Grand Prairie, 


vour magazine some 


articles 
to great 


to take 


y 
ago, 


They are and can be used 
idvantage 


the time 


those 


Texas 


I just wish to compliment you on youn vastly im 
’ 
good work 


Bert | 


Portland 


proved magazine. Keep up the 


arrow? 
Oregon 


All Aluminum House 


During the 1950 Annual Ideal Home Exhibition in Paris, 
France, this aluminum house, built on metal piles, was displayed 


The house is designed for a family of four 


1950 Narionart Rear Estate anp Buitpinc 





Match Prospect and Property 


f in biggest step toward making a sale is the sales 
man’s willingness and ability to step into a possi 
ble home buyer’s shoes. 

To the mediocre salesman, a prospect is just an 
other prospect to sell an vaste, 42 commodity to, 
but you must remember that a prospect for a home 
is very often about to spend his life savings, or at 
least more than he has ever spent before. It’s an 
important transaction to him. The decision to buy 
is not trivial, and usually it is made by both the 
husband and wife. 

Of all the angles to consider, many of them are 
familiar to us, but the point is that they are not 
familiar to the husband and wife. We must never 
lose sight of this fact. If we can actually swap places 
with two home buyers, we can often see their prob 
lems in a light that will enable us to make sincere 
and constructive suggestions that will convince them 
that we are interested in their welfare. That's how to 
build confidence not easily destroyed. You need not 
worry about losing your prospect to another sales 
man, for the average home buying couple yearns to 
do business with a salesman who sincerely under 
stands their problems. 

Seleeaniaaiiie, boiled down, simply amounts to 
hard work, patience, and perseverance, together with 
a sincere desire to meet a prospect's needs 


Get the attitude of both sides of the family. Try to 











By J. E. HOLLENBECK 
Studstill & Hollenbeck, Inc. 
West Palm Beach, Florida 


determine whether the husband or:the wife will 
make the final decision. Usually the wife will, but 
get acquainted with both and study their likes and 
dislikes, their family, the way they live, their recrea 
tion habits . . . all will have a bearing on the type of 
place you show them. Remember, you are not selling 
a necktie, a suit of clothes, or even an automobile 
You are selling life-long security. The decision to buy 
takes time, thought, and your help 

Selling homes is not a matter of magic or “fast 
talk,” but is more a matter of matching prospect with 
property. You must have a complete ataiedian of 
your firm’s listings and the ability to “follow-up” on 
the prospect. More sales have been lost for lack of 
“follow-up” than for any other reason 
Keep an up-to-date prospect list. And remember 
this: simply Ree the husband sees you on the 
street os says, “Well, we've talked the matter over 
and have decided that prices are too high to buy right 
now *, doesn’t mean that he will never buy. He 
may suddenly get the desire to buy and in a week's 
time you've made a sale. Many things can change 
The salesman who marks such a prospect off his list 
is throwing away a potential sale 

Make sure that your prospect list shows the date 
various properties were submitted to prospects and 
their reactions. Keep this record until the prospect 
buys or he is definitely no longer a prospect 























gos SO AP 


n any \Vover-t6(0)s ae 


a Peaseway Home will stand as a 


recognized mark of quality. For dealer franchise 


Pe a’ eway 


facts, write Pease Woodwork Company, Inc., 


Dept. J-4, ¢ incinnati 23, Ohio. 
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Siding Application Costs 


Slashed 13 
With Plywood 


You can cut costs with Douglas fir plywood 


siding —and at no sacrifice of quality. Builder 
H. J. Cox of Eugene, Oregon, sided this attractive 
home with durable PlyShield and saved one-third 
on application time. The big, rugged panels of 
plywood go up faster, handle easier. And they do 
a better job! Builder Cox says: “. . . after four 
years, in an area marked by heavy rain, there is 
not a blemish of any kind. The plywood siding 
looks as good as the day the house was finished.” 
Contractors all over the country find this true: 
plywood siding saves their time, produces an 
tttractive, appe iling finished iob, assures Cus- 


tomer satistaction, 


July 


Percy D. Bentley, architect, speci 
fied this interesting batten detail 
Plywood panels were beveled to 
correspond to bevel of batten. 
and tightly fitted with a sealing of 
white lead paste. Corners were 
formed with ¥°" quarter-rounds 
The siding—standard 4’x8’ ponels 
cut to 2°x8’—is painted beige 


the battens tobacco brown 


DOUCLAS FIR PLYWOOD 
BUILOING PAPER 
BATTEN 


WHITE LEAD PASTE 





ouglas Fir 


Narionat Rear Estati 


AMERICA’S 
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EXTERIOR-TYPE PlyShield is the 
Douglas Fir Plywood bp 
siding grade of 


PLY HIELD Douglas Fir Plywood 


GRADE A-C 
DFPA INSPECTED 


PlyShield makes available an en- 
tirely new architectural treatment 

for exteriors of homes, garages, vacation cottages, 
stores and commercial structures. It is completely 
waterproof, strong, durable, and presents a smooth 
surface for painting. Applied horizontally or ver- 
tically, PlyShield presents a stimulating, modern 


exterior never before possible. 


ee ee > Es: 
Soffits—a perfect example of why PlyShield 
s preferred for broad, fat surfaces 


A complement to other building materials, 
to»—as gable ends, detoil trim, ceilings 


For modern fencing —strong, lasting PlyShieid 


takes second to no other building moterial 


Large, Light, Strong 
Real Wood Panels 


For additional data, see the 1950 Basic 
Plywood Catalog. Write the Douglas Fir 
Plywood Association office nearest you: Tacoma 
Bidg., Tacoma 2, Wash.; 848 Daily News Bidg., 
Chicago 6; 1232 Shoreham Bidg., Washington 
5, D. C.; 500 Fifth Ave., New York City 18, 


BUSIEST BUILDING MATERIAL 
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Vertical Joint Butted 
Herirontel Joint Lapped 


There are several simple and attractive 
alternates for handling joints between 
the panels. Suggested treatments for 
both horizontal and vertical styles are 
shown above. All edges of plywood 
siding—no matter whether butted, veed, 
covered or exposed—should be sealed 
in a thick lead and oil paste or other 
suitable compound. This is knifed on as 
panels are installed. If plywood is in- 
stalled as lapped siding, the lap should — 
be at least 2” with paste at lap. The 
vertical butt joint used as lap siding may 
be protected by a strip of asphalt-im- 
pregnated building paper tacked behind _ 
joint; this will act as flashing. Also, — 
horizontal edges should be beveled 
slightly so water drips from outside edge. 





All this crowd 
to see a house ? 


Yes. because it’s one of those modern 
new homes that attract people faster 
than sugar draws flies. And one of the 
big reasons is its Bryant automatic 
gas heating that’s going to make it 
sell or rent faster, and for more 


’ 
money 


It’s no secret to Mr. and Mrs. 
America that the Bryant nameplate 
means quality. In fact. you'll hear 
many a story of how the Bryant that 
| nele Jim bought back in the early 
1900’s still is doing a fine job 

Today, Bryant offers the most re- 
liable. most diversified gas heating 
equipment ever presented to help 
make your houses the kind of homes 


America wants. 


There’s a Bryant representative near 
you. Call him or mail the coupon. Let 
him aid with vour heating problems 

. and tell Officer Clancy to stand 
by to handle the crowds when you 


' 
ope n your Bryant heated homes! 


_ 
Let the pup be furnace man 
and woter boy, too! 


The most complete line of gas heating equipment in the nation 


Cee e eee reese eeeeeeeeteeeee 
eeeeeseseeseeeerere h ° 


Bryant Heater, Dept. 274 


~ 


POPUP TC COT 


17825 St. Clair, Cleveland, Ohix 


~, 


Send me the new bow 


the Bryant story 


By 
& 


tributor call on me 


/y 


Name 


Company 


Address 


Caty State 


UTE IT 
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Modernize Your Properties and 
Your Rental Practices 


F YOU own or manage apartments or rental homes, built pre 

war, the time has come to change pace. You may need to mod 
ernize your properties and your sales methods if you are to meet 
the competition which has developed during the last few years 


It is no secret that new construction is now offering stiff compe 
tition to existing rental units. The new garden apartments have 
extra amenities your old properties don’t have. Most of them boast 
more lawn areas, more attractive exteriors, modern kitchen and 
laundry equipment, modern lighting, easy-to-clean, spick-and-span 
wall and floor finishes, and many of them also have all-year-around 
air conditioning. And many families who have rented all their 
lives are now joining the ranks of home-owners the lure of easy 
financing is tempting them to buy that cozy little cottage in the 
suburbs that they have always dreamed about 


Modernizing your pre-war apartment building or rental house 
isn’t difficult. It will be less difficult once rent ceilings go off for 
good. Real estate men have always been expert at sensing the value 
of rehabilitation to keep properties at good rentals, provided they 
can operate in a free market 


What may be more difficult is to modernize your habits, so far 
as tenant relationships are concerned. For practically ten years 
owners and managers of rental residential property have been un 
der no obligation to court tenant yood will, or to meet competition 
from new construction. That's a long time. Habits can develop that 


are hard to change. 


To help all of us get back to fundamentals on rental practices 
in today’s market, Journal editors this month asked six leading 
property managers to tell us what works and what doesn’t. Their 
answers, which are reproduced on pages 28 to 34 of this issue, are 


worth your careful study 


War scares or no war scares, it is obvious that building activity 
thus far, plus the imminence of rent de-control, will combine to 
force a change in rental practices. Its a good time to overhaul 
your thinking, and these men put the finger on the most probable 
places to start in. Tenant interviews and turn-downs, tenant com 
patibility, best types of tenant recommendations, tenant colle¢ 
tions, tenant good will these are subjects that will take on new 


importance in the coming months 


While doing the best job we know how to do in adding to our 
housing supply, let’s also take care of the supply we now have 
and that requires the application of old skills we may have let get 


rusty during the lush vears of this decade 


the editor 
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@ What Pattern After Rent Decontrol? 


(90.1%) New Roofs t New Kitchen Cabinets (62%) 
Dishwashers, Garbage Disposals (21.1%) 
New Refrigerators and Ranges (52.1%) 


New Bathroom Fixtures (59.2%) New Floors and Floor Coverings (30.9% y 


New Wall Tile Conditioning ( New Laundry Equipment 


26 July, 1950 NaTIONAL Rea Estate AND BuILDING JOURNAL 





YOMPETITION from new construction and grad 

A ual decontrol of rents is unleashing the biggest 
modernization movement in the history of residential 
income-producing properties 

And real estate property managers are right in the 
thick of it. 

Journal editors queried a substantial cross-section 
of such men in 24 cities where rent ceilings have 
been removed six months or more. The pattern which 
has developed in those cities provides a good indica 
tion of what will happen the nation over when rent 
control terminates, as it will in most areas at year’s 
end. 

Outstanding facts revealed in the survey 

1) Rents in decontrolled areas have made only a 
slight average increase, about twelve percent. 
cities report that rents have daconsaal 
vacancy rate is increasing. 

Jay Hearin of Tampa, Florida, makes this typical 
comment: “We have found by experience, since rent 
decontrol in Tampa, that rents are actually being re 


Some 
and that the 


What pattern follows rent decontrol? Journal 
editors asked real estate property managers in 
decontrolled cities to give the answer. Unanimous- 
ly they report one word — ““MODERNIZATION.” 
Held in check first by the depression, then by war 
shortages and rent control, the biggest modern- 
ization programs in history are getting underway 
to meet competition from new residential building 


duced, rather than raised. We are beginning to get 
vacant apartments for the first time since before the 
war, and competition is now developing to the point 
that we are doing considerable modernization in or 
der to be competitive on today’s rental market.” 
Robert D. Harrison, Houston, Texas, says, “De 


controlled rents were increased to a point where 
property is showing a 6% return on today’s market 
value, when considering the amortization of redeco 
rating costs over a five-year period. Roofs, garages. 
etc., go into capital account.” 

In Columbia, South Carolina, Southeastern Realty 
Company reports. “We have been decontrolled only 
seven months and already have an alarming surplus 
of rental accommodations.” 

Mayors of decontrolled cities and keen observers 
of housing conditions report few cases of unfair rent 
increases, hardly any complaints from tenants. In 
almost every case the law of supply and demand is 
solving the problems posed by rent control advocates 

2) Asked if rent decontrol has stimulated moderni 
zation of rental properties, survey respondents gave 
an eloquent “Yes! 

Bolanz & Bolanz of Dallas, Texas, this 
question, “Definitely yes. Even necessary repair 
work had come practically to an end under controls 
Now all of this is being resumed.” 

D. W. Bohr of Riverside, California, says, “It cer 
tainly has increased modernization. [ve done paint 
ing and modernization that was needed eight years 
ago.” 

R. C. Kuldell of Houston, Texas, says, “Very much 
so. We have to modernize to increase rents to a fair 


answer 
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figure or drop even the OPA rent to find an occu 
pant.” 

F. A. McSpadden of Knoxville, Tennessee, says, 
“Yes, because the small increase is enough for us to 
paint and paper and bring the houses and apartment: 
into much better living condition.” 

And what types of improvements are being made? 
Painting and papering leads the list; was named by 
90.1% of those replying to the survey. Other im 
provements in order named: roofs, kitchen cabinets, 
bathroom fixtures, refrigerators and ranges, heating 
systems, floors, wall tile, air conditioning, laundry 
equipment, dishwashers, garbage disposals 

Many other maintenance and modernization items, 
held in check by controls, were named, including 
new elevators, tuckpointing, insulation, room altera 
tion, new furnishings, shades and blinds, lighting, 
screens and windows 

3) To a man, property managers agree that mod 
ernization is necessary over the next few years to 
keep residential properties competitive in rentability 

In Tucson, Arizona, Roy Long and Michael Hod 
ges Realty point to new construction as a major rea 
son for modernization. Says Mr. Long, “Many new 
apartments have been built during the past two years 
and the older residential properties must be improved 
to compete.” Hodges Realty reports, “The number of 
new rental units under construction is forcing own 
ers of older properties to modernize.” 

Identical comments are voiced by property man 
agers in other cities. William C. Gilbert of Savannah 
Georgia, says, “Public housing and the FHA apart 
ment program are a great threat. Old properties must 
be put in line.” 

Louis J. Seybold of Omaha, Nebraska, says, 
siderable rehabilitation will be necessary 


Con 
in Omaha 
in nine months to one year from now, when the mag 
nitude of building becomes completed.” 

C. Edmund Worth of Tampa, Florida, says, “There 
was a great deal of rehabilitation needed before rents 
were released by the legislature a year ago. A lot has 
been done, but much more is needed to meet increased 
competition.” 

Some property managers report that tenants, edu 
cated to new home comforts and work-saving equip 
ment, are becoming more selective, demanding these 
conveniences in properties. As one manager explain 
ed, this is one of the major reasons for moderniza 
tion, since new rental properties offer many of these 
conveniences, 

R. C. Kuldell of Houston, Texas, says, for example 
“IT believe in the next five years all units renting for 
more than $50 per month will have to be air con 
ditioned.” 

Many other managers substantiate such comments 
In addition to regular maintenance items, kitchens 
are being restyled and new refrigerators and ranges 
added for the convenience of tenants. Wall tile and 
new fixtures are being installed in bathrooms. In 
some cases, dishwashers and garbage disposals are 
being included to increase rentability 

The current modernization movement, then, is not 
simply a program of repair. It is a program of re 
habilitation to bring older residential properties up 
to a competitive level with new buildings which offer 
the latest in tenant appeal 


modernization mo 


with the 
are analy 


In line ement, alert property 
ing their rental practices. The following page 
this subject Next month 


How Do Your Rental Practice 


man 
agers 
carry a round-table discussion on 
Journal will feature the article 


Rate? 
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i : Check Up On Your Rental Practices! 


a 





A Journal round-table discussion among leading property managers on 
the subject of residential rental practices under today’s unusual conditions 


How do you keep the good will of prospective tenants — those you 
must turn down, but who would make good future tenants? 


: . 7. Vy. do you screen applicants for tenancy? 
1) 59 
“yi you make an effort to make tenancy in a given building com- 


patible or with the same social characteristics and income? How? 





~ 4 What work-saving techniques in handling collections work best 
for you? 


Round-table participants: 


Carlton Schultz, Cleveland, Ohio 

Sanborn O. Houser, Oak Park, Illinois 

W. E. Althauser, Memphis, Tennessee 

W. H. Gorsline, Rochester, New York 

Howard H. Gilbert, Somerville, Massachusetts 
Martin J. Smith, Columbus, Ohio 
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By CARLTON SCHULTZ, President 
Carlton Schultz Management, Inc 
Cleveland, Ohio 


YOMEDAY the apartment manager will again be 
hI seeking tenants. This will be the day when his 
chickens will come home to Unless he has 
raised the right kind of chickens, he is going to be 
very sorry. 

Any apartment owner or manager who has a su 
periority complex has had a fine chance to exercise it 
during the last few of unusual condition 
brought about by war and rent control. Prior to this 
I have heard many a manager say. “I hope I will 
live to see the day when, instead of beseeching ten 
ants to move into my apartment, I can just sit back 
with my feet on the desk and tell them I do not have 
any vacancies.” 

There are many owners and managers who hav 
been enjoying this questionable pleasure, but it won't 
take long now before they will have to take their feet 
off the desk and again make overtures to the illusive 
tenants. This is the time when the “chickens 
come home to roost.” 

If a policy of developing good will has not been 
promoted during the last few years. in which good 
will has not to be an its promotion 
should be commenced immediately, for it’s surpris 
ing how quickly stories of bad management and bad 
personal relationships spread around in the 
largest of cities. 

When the tenant can again make a free selection 
and almost name his own rent. he is going to select a 
building which is managed by someone who gave him 
the utmost of consideration during the time when 
the owner and manager were in the saddle. He is 
going to shun the buildings which have the reputation 
of either bad physical management or unpleasant 
personal relationships the 
tenants. 

The wavy to keep the good will of prospective ten 
ants even though you have nothing to rent to them 
is to 

1) Be sympathetic with their problem 

2) Get applications from them which are suffi 
ciently complete so that they can be properly cata 
logued 

3) Give these applicants first option when you 
have a suite open which will fill their requirements 

+) When you do have a vacancy. give honest con 
sideration to those on your waiting list in their order 
of priority 

Today's tenant selection can make or break 
building in future vears. Screen all prospective ten 
ints before accepting them 

If you take tenants who are put out of other build 
ings, you in turn will have to put them out in the 
future for non-payment of rent or other undesirable 
qualities. The family who held noisy. all-night parties 
in their other suite, will continue to hold 
your apartment, if you accept them 

Your rent collection problems of the future can 
largely be eliminated if you are careful today and 


roost 


years 


will 


seemed asset. 


even 


between manager and 


youl 


them in 


select only people who have already formed good 
rent paying habits and are in the economic strata 
which will enable them to continue 

There two of 
applicants for apartments: By obtaining a character 
credit report and by securing personal references 


are easy ways finding out about 


Che character credit report can be had for a small 
sum from any of the established 
agencies. The information 


credit re porting 


you get is often much 
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more accurate and unbiased than that obtained from 
personal references, for no matter how objectionable 
a person may be, he always has some friends upon 
which he can depend to speak well of him 

By careful screening of applicants, you have gon 
a long wavy toward eliminating rent collection prob 
lems and getting tenants of the social characteristic: 
which will fit them in with the other the 
building 


tenants of 


Someone has said, “God gave us our relatives. but 
thank God we can choose oul friends Most people 
ire particular in the selection of their friends and 
business associates and especially particular in the 
their To 
group of families of different social characteristics 


selection of living environment throw a 
together in an apartment building can be as disas 
trous as putting a strange Cat and dog in the same 
room 

If there is going to be constant friction between 
the tenants in an apartment building, that friction 
will reflect against the management and will cause 
a high tenant turnover. This is costly! The tenants in 
building should be with 
and habits which do not get on each others 
In a building where the majority of tenants are peo 
ple of middle age and above, young people, especially 
those with children, should not be admitted because 
the children are certain to annoy the older people 


any chosen characteristics 


nerves 


The same thing is true in a building where a majority 
of the people are young. Older people should not be 
admitted, for they will surely be unhappy and will 
In the 


tenants are of a sedate, conservative nature, a tenant 


eventually move a building where most of 
should not be accepted who is apt to spend his eve 
nings and Sundays tearing his automobile apart and 
hammering it together again 

If a tenant has been carefully investigated and is 
then put into the kind of building where he wall fit in 
with others of similar economic strata. living habits 
and social characteristics. he will be 


tenant as can be expected in an apartment building 


as permanent a 


Since part of the original screening was to make 
ill 


you 


sure he Was able to pay the required rent you w 
not only fairly tenant. but 
also will have a minimum of collection problems 

There are two real solutions to collections prob 
lems: 1) Select tenants who will be happy in then 


particular building and will be able to pay their rent 


have a permanent 


If the tenant's financial or social condition chang 


get another tenant 


By SANBORN O. HOUSER, President 
Geo. R. Hemingway Organization 
Oak Park, Ilinois 


\! THROUGH recent vears we have received at 
average of 12 to 15 applications for apartment 
every day. During the peak period of inquiry thi 


I think iti 


property 


figure would be considerably higher 
that 
pend the equivalent of one-third of 
about 


not 


an exaggeration to say our manager 


ind I personally 
our time talking to people rental accommoda 
tions 


no 


f abruptly dismissing these people with a 
make effort 
retain their good will by inviting them to sit down at 
desk the ind prob 
We ittempt t to f 
efforts in finding accommodations 
When applications first 


he ginning of the hou ing 


Vacancy statement. we every 


yur and discu actual condition 


] i 
lems also » guide them a rther 


the 


undertook 


began to come in at 


hortage We 
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build up a waiting list. This later became of very 
little use with several hundred names on it and the 
change in apartments so very infrequent. At the 
present time we keep no waiting list. In many in 
tances we talked with prospective tenants about the 
possibility of buying and were successful in convert 
ing rental prospects into buyers 

Screening applicants for apartments which may 
become available is a different problem. We are 
frank to admit that if we sell a house for an owner 
and he needs accommodations we feel an obligation 
to help him locate a rental unit 

A good many of our available apartments have 
been assigned to veterans. We also have cooperated 
with school officials, police and fire departments 
when there has been a need for 
plovees in these fields of service 

We have made no particular effort to make ten 
ancy in a given building compatible or with the 
same characteristics or income. Our community is 
such that we have not had a racial problem to deal 
with, so the question of discrimination has seldom 
arisen, 


locating new em 


Rental collections have been practically automatic 
for the past eight or 10 years. Most of the rents due 
are paid before the 15th of the month. If they are not 
paid, a little reminder notice is given to the tenant on 
the 15th. It is rare that a tenant has allowed his rent 
to go past the end of the month. In these cases, a 
personal phone call usually clears the matter up. In 
a few instances, five-day notices have been required 
Collection problems, however, have been at a mini 
mum 


By W. E. ALTHAUSER, C.P.M. 


Edward LeMaster Company 
Memphis, Tennessee 


\ J HILE vacant apartments and houses in Mem 

phis are not as scarce as they were a vear or so 
ago, we still have plenty of rental prospects. How 
ever, we are not being besieged by hundreds of them 


as we were at first. At that time many of them were 
desperate and we heard their stories of endless search 
for a place to rent. We heard them swear with ven 
geance that they would never again have anything 
to do with certain rental firms because of 
pendent and arrogant manner in which they 
been treated by the employees of these firms 


the inde 
had 
We 
heard them accusing these firms of trading vacant 
apartments ithe 
favors 

Such 
the opportunity to accuse us either falsely or justly 
of not conducting our rental department in a 
and impartial manner 


for sales listings. new irs and 


stories made us determined. to 


give no one 


fau 
lo do this, we realized we could not keep a rental 


list. for that would only 
and misunderstandings as it 


prospect lead to disputes 
had elsewhere. When 
anyone asks us to take their names, we explain that 
all of our apartments and houses are advertised in 
the daily when they become available 
We let them know that we do this to be fair to every 
one 


hewspapers 


It was surprising how the news of our policy got 
areund and of the complimentary remarks that were 
made about the with we conducted 
We no doubt missed a number of sales 
listings, but we 


fairness which 
our business 
gained 
in good will, confidence, and respect. is worth many 


feel that that which we have 


times over the sales commissions we have lost 


July 


When we take rental applications, we ask the ap 
plicant if he or she knows any of the tenants in the 
building in which the apartment is located. If they 
do, we count that as a point in their favor, but only 
after we have checked with the tenant to see if they 
would like to have them as a neighbor 

By consulting our old tenants in the selection of 
new ones, we not only create good will, but also ob 
tain accurate and useable information for placing the 
right tenant in the right building. We have found 
that if you let old tenants know that you are being 
guided by their recommendations. they will be most 
careful who they recommend 

If an applicant is chosen on the recommendation 
of a tenant, we let the applicant know this. This goes 
a long way in helping to keep down possible collec 
tion and tenant problems in the future 

In addition. we also make the customary checks on 
new tenants with their former landlords, employers. 
and creditors 

We have had very few collection cases in the past 
year or so, but more are beginning to show up as 
rental units become more plentiful 

When a tenant becomes slow in his rent payment 
and does not respond very readily to our usual re 
quests for more promptness, we remind him that he 
was selected on the recommendation of a friend or 
neighbor. In most cases that is all that is necessary 
If he does not respond, we request possession of the 
apartment and send an explanation of our action to 
the tenant who recommended him. This news soon 
spreads among the other tenants and is of great as 
sistance in our collections 


By W. H. GORSLINE, C.P.M. 
Lester P. Slade Real Estate 
Rochester, New York 


West of the residential properties that I handle 
are under the New York State rent control law. 
so I will restrict my statements to this category 

Although the rental market is selectively but defi 
nitely weakening on controlled units. the landlord is 
still in the driver’s seat. Tenant turnover continues 
very low, but percentage wise it 1s up from a vear or 
more ago 

One argument I use to overcome tenant and pros 
pect ill will, caused by present conditions, is to blame 
the rent control law for the scarcity of apartments 
and for As long as the gov 
ernment is running our real estate This not only 
helps to mollify the individual, but is helpful in edu 
cating the people to the evils of socialized rent con 
trol 

With the changing rental market, I recommend to 
owners that a start be made to take care of the large 
amount of delayed modernization that has accumu 
lated since the early forties. As many of the land 
lords have not as vet been forced to do decorating 
and the like. I feel that by doing this work. tenants 
are pleasantly surprised 


some poor decoration 


In addition to developing 
good will. it also spreads the cost of this work. In Ro 
chester, there are many properties where the cost of 
taking care of delaved te, ai de and mainte 
nance is so great that the stability of the 
seriously impaired when vacan 
cies occu! and competition Is keen 

With renting in a landlord's market 
we try to improve the type of tenant. considering the 
class of property 


financial 
properties may be 


the ease of 


By this I do not mean to secure a 


high-salaried tenant for a centrally-located. cheaper 
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property, but rather to secure a tenant who is adapted 
to the neighborhood. has stable employment, and 
who may be expected to remain in the property for 
a relatively long period of time 

This is done under the continuing shortage of con 
trolled, low rent units by maintaining a backlog of 
rental applications. This not only facilitates speedy 
renting, but allows better screening of tenants. so that 
we may obtain tenants for a particular property who 
conform to a family structure, 


bracket. 


as pe, and 


Income 


By HOWARD H. GILBERT 
Harry A. Gilbert, Inc. 
Somerville, Massachusetts 


ey the past few years, we have made no attempt 
to list the names and addresses of people tele 


phoning or coming into our offices inquiring about 
apartment vacancies. If we find, upon talking with 
these people, that they must have an apartment at a 
date earlier than we believe one will be available. 
we have felt the best policy is to so advise them. and 
not give them any false hopes 

However. if it is apparent that they can wait for a 
period in excess of six or eight months. we have taken 
their names. A frank discussion with these people 
will often result in their understanding our problem 
and in ou getting a better idea of their needs. A 
courteous, friendly discussion of this tvpe promotes 
good will and often leads to the mutual satisfaction 
of both parties 

Many managers apparently do not make any effort 
to keep a waiting list of prospective tenants and we 
have had many 
procedure 

When we receive a notice that a tenant intends to 
vacate, we then trv to select from the list a prospec 
tive tenant who could best use the accommodations 
If they, after inspecting the apartment, desire to fill 
out an application, we turn the facts over to a credit 
bureau, which checks on the applicant's employment 
charge account, and reputation 

The rental rates in our various buildings more or 
determine the group occupying the 

For example, if a building has three-room 
apartments renting from $70 to $75 per month, the 
tenants fall the 


favorable comments because of our 


less Income 


suites 
occupying these premises within 
same income group Classification 

sefore the war, we considered that a person should 
have a weekly income equal to his monthly rent 
However, since incomes have increased greatly. and 
rentals have increased slightly. this ration has been 
nut of line for some time 

We try the same family type 
whose credit reports and references check satisfac 
torily and whom we believe will be long-term tenants 
Our buildings located in Cambridge could be rented 
to college students. However, we have preferred the 
type of tenants previously mentioned 
have found that 
the use of an Addressograph machine for our month 
ly bills has worked very These bills 
rendered in advance on the first of each month 
either mailed by the individual 
building superintendents superintendents are 
them or 
ther of our two offices or by mail. At least 
of pay by mailing then 
paving at one of the offices 

We have few tenants who do not 


to select tenants of 


In regard to rent collection, we 


satisfactorily 
are 
delivered 
Our 

tenants may 


and or 


bonded and out pay pay at e 


two-thirds 


our tenants checks. or by 


pas their rent 
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when due or within a few days thereafter, and a sec 
ond notice, sent about the 10th of the month, usually 
reminds them that they should pay. If not paid short 
ly after the second is sent, we follow up with a letter 
or a telephone call, and, of course, occasionally a 
legal notice to vacate has to be given 


By MARTIN J. SMITH, Vice President 
Wm. P. Zinn & Co. 


Columbus, Ohio 
| ENTAL practices are much different today than 
before the advent of rent control. ( ful 

tion of tenants is even more important now than ever 
before 

Under the present restrictions of rent control. pra 
tically the only privilege left to the owner of resi 
dential real estate is the selection of the tenant. The 
most exacting care should be exercised to assure th 
most desirable tenant in every respect 


il cles 


We consider the four following questions most im 
portant in selecting tenants 

1) Does the income and resources of the prosne« 
tive tenant and credit report indicate likelihood of 
prompt payment of rent? 

) Will the tenant respect and take care of the 
property as if it were his own? 

3)Are the living standards and characteristics of 
the prospective tenant such as to indicate compatibil 
ity with the neighbors and neighborhood? 

+) Does the space fulfill his requirements as to 
size, location. transportation, s¢ hools. marketing cen 
ters? 

\ good tenant measuring up to these requirements 
should require a minimum amount of extra space o1 
attention. Until rent control is completely discon 
tinued, the property manager will do well to rigidly 
qualify each new residential tenant according to the 
suggestions outlined 





Highlights of Discussion on Rental Practices 


When the tenant can again make a free selection, he will 
select a building managed by someone who gave him the 
utmost in consideration during the period of rent control 
To insure your reputation as a manager, here are several 
suggestions offered by the discussion participants 


@ Give Talk 
over their problems and requirements; give accurate 
picture of rental situation 


complete miterviews to tenant applicants 


@ Study applicant’s background and reputation to assure 
compatibility as to family structure, age, income with 
other tenants 


@ Thorough screening helps climinate collection prob 
lems, high rate of turnover, and builds good will among 
all tenants 


@ Check to see if the applicant knows any tenants in the 
building where there Check with that 
tenant for 


ms a vacancy 


a recommendation 


@ When you have a vacancy, give honest consideration to 
those on your waiting list in their order of priority 


@ If you do not have a waiting list, explain to applicants 
that every vacancy is advertised in the newspaper 
all applicants will have an equal opportunity 


” 


@ When collection is slow, send second notice five 
after due date 
or personal call 


days 


Follow five ot 10 days later by phone 


@ Non-payment should result in quick eviction. Circum 
stances should be explained to other tenants to elimin 
ate misunderstandings, future collection problems 











yf) 











H. J. Ludington, Inc. 
Rochester, N.Y. 
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N a vear which promises to set an all time high in 
home building, it is apparent from all present in 
dications that there will be adequate mortgage finan 


uncertainty and confusion 
The elimination of the combination FHA-VA 505 
mortgages effective October 20, 1950 had added 
greatly to this confusion. Mortgage companies whx 
were making a large volume of the combination 
loans are now deluged 


ing available to home builders and home buyers 
However, within the complicated structure of the 

mortgage market, there 

are several ‘nt prob . — n th applications for 501 

sven which 8 gh . What effect will the elimination of FHA-VA 505 saniamaeies peu Pt 

‘ mortgages have on housing production? What is Sap ie 

justed to make for a - ; are in a position to han 

senate Maier ol cominal 6 the future of 501? How will the new housing law a, epee agin 

the pr iin Ye tlic affect FNMA commitments? Are low interest rates be 


. . : : gage bankers are anxious 
swelling realty prices? Is adequate financing avail- 


houses. Of prime impor o know what secondary 


H ? 
tance among these prob able to keep up the housing boom? The Journal market will be available 
asked the author to answer such questions 

lems is the recent de While a few insurance 
crease in interest rates 
under FHA and the refusal of the VA to consider an 
increase of the interest rate for VA loans 

Mortgage finance is the very life blood of the home market have not shown an interest in these loans 
butlding industry. When mortgage money 


available, the production 


companies have indicat 
eda willingness to take some 501 mortgages. many of 
the institutions who have been active in the secondary 


is readily For example, the savings banks in New York State 
f housing expands; and and Massachusetts. which have been an increasingly 
when money is. scarce. production languishes. A ‘mportant factor in the secondary market in the FHA 
continuing supply of capital for the industry is abso and VA 505 mortgages due to recent legislation pet 
lutely essential if the mitting them to purchase throughout the country 
trv is to be met are not allowed by law to purchase 501 mortgages 

established by law ta Also 
level that is unattractive to leaders 


housing demand of this coun 


When a mortgage rate 1 many commercial banks who had been buy 
. then capital will ing FHA and VA 505 loans are showing little interest 
seek other investment. Lenders will withdraw in’ in the 501 mortgages. Due to the firmness of the 
part from mortgage investments and purchase high 


government s determination not to increase the in 
honds r tl 


em. comparable or bette et terest rate on VA mortgages. the solution to the lack 

of funds in the secondary market for 501 mortgages, 
a time when the mortgage market ippeared in the writer's opinion, will simply be a gradual pres 
more stable than it has been in several years and the sure on the major investors to get into this market 
home builders and buyers could anticipate 


} 


a some The vast funds which they must invest will have t 


what stable real estate market. the new legislation have an outlet and a percentage of these funds will 
ipproved April 20 threw the mortgage 


market inte he invested in 501 loans 


There has been every indication on the part of 
the government that unless mortgage funds are 
iatlable at the rates set by government agency con 


trols. there will be an ummediate increase in direct 


lending 


The ‘ore t LOW iM iz » interest rates prevent 


anp B 





the free flow of mortgage funds and could have very 
erious results should there be any general tighten 
ing of the mortgage market 

The new legislation has also caused great confu 
sion by preventing FNMA from making advance 
commitments. This has caused a shortage of tempor 
ary or construction money for builders who had here 
tofore been building under 501 with advance com 
mitments from FNMA 

FNMA is now confined to an 


business. Its 


the counter” 
recent business has been brisk and sales 
during May averaged over a million dollars a week 
Outstanding sales options rose to nearly $300,000,000 
and total sales now amount to better than $260,000, 
000 


“ove! 


So far. under the new legislation there has been 
little business transacted and with the authorization 
of $250.000,000 together with sales to date, FNMA 
has probably $500.000.000_° to the the 
counter” business. 


cover “over 

It is predic ted that under Reorganization Plan 22 
now before the Congress, that FNMA will be trans 
ferred to the jurisdiction of HHFA 

Also, many Washington believe that 
KNMA will then receive an authorization for a much 
‘targer sum than the $25,000,000 allotted at the pres 
ent time 


sources 


Of prime importance in establishing a free dis 
tribution of mortgage capital is the creation of a 
sound secondary market. Some outstanding financial 
institutions have been exploring the possibility of 
creating an all-around central mortgage bank spon 
sored by private enterprise 

Such an institution is, in my opinion, the ideal an 
wer to our mortgage problem today 


At the present 
time il 


ere are no adequate resale or discount facili 
ties available in the mortgage field 

The of a 
would on that 
central bank 


organization 
be modeled 
with a 
banks 

The great advantage of this bank would be to pro 
vide liquidity in the mortgage accounts of the lenders 
When a bank felt it had too high a percentage of 
it would sell a portion of its holdings to 
the central bank which would then issue debentures 
to the public, thus providing the institution which 
originated the loans with additional funds with which 
to continue its lending 

The 


new 


bank 
Reser ve 


ol 


central mortgage 
of the Federal 


System board and a 


series 


district 


mortgages, 


decrease in interest rate brought about by the 
legislation tends to create further inflation 
Since the FHA decreased the rate in April to 41/4, it 
has been apparent that the cost of housing has been 
increased proportionately to the buver’s to 
carry a large mortgage with a lower rate 


ability 


When the new legislation was enacted, it was hail 
ad } 


ed by government authorities as a great boon to the 
buyer making it possible for him to pur 
a house at a greater saving. However, in real 
the difference between the +1, and 414°% rates 
25-year mortgage is so small that it would hard 
ly make anyone who could not af 


ford to buy a house heretofore to buy one 


home 

chase 

ity 
na 


it possible or 


For example, on a $5000 25-year mortgage, the 
monthly payment on both principal and interest at 
tl, is S27 The monthly payment on a $5000 
u mortgage at 414% is $27.10. The difference 
is only 70c per month, or for one year $8.40, and over 


term ol 


Si} 


Veal 


he ent the mortgage only $210 
‘ 


© the sales price ol 


n 


the deere 


ire Following 


the house in 


ise in rat 
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most sections of the country immediately ased 


more than $210 
The publicity incidental to tl 


ice 
considerably 
1e decreased interest 
rate, however. has created the impression i many 
prospective home buyers’ minds that they are really 
getting a bargain. This has caused them to rush into 
the housing market thus stimulating the vicious 
flationary spiral 

The low interest rate has definitely 
in the increase in realty prices Low rates have made 
for lower capitalization of future incomes from realty 
investments. The same future income capitalized at 
a lower rate is reflected as a higher capital value. In 
such manner interest rate work to in 
crease the price of realty 


in 


been a factor 


does a low 


The executive vice president of one of our coun 
try’s leading life insurance companies which has been 
most active in lending both under FHA and VA has 
voiced the opinion on Many occasions that the only 
housing cost that has declined in recent years is the 
interest rate 
Furthermore. he says. it is not sound to drive in 
their prod 
interest 


The w 


terest rates below uctive level, since ex 


he 


these 


constitute a 
with 


fore ed 
burden 


low. 
tax 
comments 


ireme rates avy 


secret riter concurs 


be « 


have es 


The home builders of the country to 
cratulated on the magnificent record they 
tablished creating 


liveable homes for approximately 


are On 


comfortable, and 
thirteen million 
They be 
particularly complimented on their activities on the 
low home. From all indications, the 
builders are now opening up a vast market for house 
in the low cost bracket. They should be 
sisted in this by the new Federal Housing Administra 
tion Title I. class VIIL mortgage 
the 95°. 30-year 
SO650 


inl desirable, 


people since the end of the war are to 


cost economy 


greatly as 


program as well as 
maximum of 
$7600 for three 
lo thi 
mortgagees throughout the 
providing 

the 


mortgage up to a 


with one or two bedrooms. 


bedrooms and $8550 for four bedrooms aid 


ost 
country 


low-« program, 
have 
chief among 


Associations 


many 


cooperated in 


ue 
‘2 
{ 
t 


Savings 


mortga 


money whom have been 
and Loan 

The volume of housing being 
has remained high throughout the first part of 1950 


due to the stimulus of 608 financing 


rental constructed 


gy. However, with 
the expiration of 608 the number of starts on rental 
projects has dropped sharply and from all indica 
tions there will be rental 
housing production, with the exception of military 


Title VIII and 


a definite curtailment in 


under under 
213 
The important ro 
ing rental housing cannot be 
the terrific shortage of 
which existed at the end of the war. 
ened the enthusiasm of the “publi 


housing 
Section 


CoOope rative 
lave doin 
too highly. It 

rental 


le that 0608 has creat 
stres ed 
has alleviated unit 
and has damp 
ouse! 

One of the predominant factor 
ble the unprecedented record of home 
has been the Federal Housing Administration which 
through its outstanding activiti has gained the re 
pect of the builders and the confidence of the 
ers and home buyers 

The of the 


tom « vreatly attr 


making peo 


construction 


it) 


le nd 


Kederal Th 


ibuted to 


\dmunustra 
the leadership and 
Raymond M 
1 Home J 


be 
guidance of 


Foley. 


PUSITIE 
in 
outstanding men a 


Hou ing 


such 


Administrator he 


‘ 
} 





a key to an individual sales 
personality is an effective atti 
tude toward selling your listings. 
coupled with personal enthusiasm 
towards a and important 


occupation and a habitual capital 


useful 


izing oon individual — sales 
talents 
At one 


every 


your 


time or another nearly 
salesman has gone 
He has felt a 
of confidence in himself as a 
He have doubted 
the merits of his He has 
felt that his customers and pros 
pects were unpleasant and ignorant 
people. He has felt that 
pany failed to follow modern 
He has felt that his job 
didn't offer him sufficient personal 
ypportunities 


Any 


pe costly in terms of lost sales 


proper t\ 


sour” on his job 


lan k 
ilesman may 


services 


his com 


methods 


these attitudes can 
Any 
one of these attitudes can happen 
t next week, 
And any one or all of 
attitudes can be avoided if 


one of 


Oo vou tomorrow, 
ext month 
these 
you will capitalize on your indi 


vidual sales talents 


Attitude toward the 
‘merchandise’: 
\ favorite ibi 
n the part 


ith 


When you bog down with dissatisfaction 


about your listings, or your company, or 


your opportunities, make a thorough self- 


analysis. Are you utilizing every one of 


your sales talents . . . self confidence, 


property 


knowledge, ability to ‘‘close’’, 


enthusiasm? Check over your attitudes. 


They play an important part in getting 


sales closed. Then capitalize on your abil- 


ities and watch commissions start upward 


get as far as price of your own per 
onality, but think imstead of the 
ictual satisfaction the customer ex 
pected to receive from the property 
you sold him. When you think in 
terms of customer needs and satis 
the listings 
ou have to sell, when you refresh 
yourself thoroughly with the sales 
features of every property 
handle. will find it 
resell yourself on your “merchan 
and regain a positive selling 
attitude 


factions provided by 


you 


you easy to 


dise 


The right attitude toward 
your company: 
Sales 


flies 


“lose” 


the 
your 
your 


enthusiasm 
when you 
confidence and loyalty to 
company. To your customer, you 
are the company. You stand for 
the company’s service, its willing 
adjust complaints, its 
terms, its poli ies of standing be 
hind its you do not 
believe in these policies, you can 


out 
window 


ness to 
contracts. If 


not sell them to your customers 
Stop and think through the vari 
us rules and regulations of youn 
mpany. If it com 
what you 
work 


you be 


were your 


pany, policies would 


How 


practice 


would they 
Would 
the problems your 
every day? Never 
r musunder 

Sit 


maintai 
eut oan | 
able to handle 
mpany faces 
stachion ( 
fester 
and talk to 


tell him what vou have on your 


inside you 
and 


Cown your boss 


that the « 
elfish interest in keep 


Remember ompany 
very 
happy and. loval 
f mund, Without wow om 


field there 


mg Vou oan oa 
rame 
the would be mo com 
isiness, So clear 


the 


pany, no b your 


: } 
problems with boss resell 
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By EDMUND MOTTERSHEAD 


vourself on the company; and 


then step out and sell! 
Does your job offer a real 
opportunity? 
time to 
we are 


From time most of us 
feel that not making suf 
ficient personal progress. Specifi 
cally, we are not making enough 
money. Sometimes we feel that 
friends “getting ahead” 
faster than we are, making more 
with less effort 

Instead of attempting to blame 
for 
your dissatisfaction with your job 


our are 


money 


conditions outside yourself 
which is very comforting to your 
own feeling of self importance 
look for the facts of the case. Dr 
Paul W. Ivey in his book “Sales 
manship Applied” says: “Remem 
this blame condi 
always blame yourself 
That is a hard philosophy to fol 
low, but it is strikingly practical 
because it is realistic.” 
\re you greeting 
) Are 


story 


her never 


tions 


chent 
telling the 
time? Are 
prospects 


every 
pleasantly 


full 


ou employing 


you 
sales every 
the 
iieeds completely in every 
’ Do vou make a 
plete presentation? 


facts, 


sales 
Interview com 

the 
selling 
In the 
bitterness out 


will 


ncover 
ind revamp 
habits to close the 


meantime, get an) 
‘ 


youl 
next sale 
system, because tt 


attitude 


your 
POowon your 

more sale 
back to 


your present work and 


you to lose 
Chink 


ou began 


the time wher 


the reasons 1t 
the Study it 
and you find 

eXist 


tudy again seemed 


ttractive at time 


those 
2 
\ 


irefulls will 
still 


vourself on your job. 


same reasons esell 


and you will 


find your own enthusiasm reflect 


ed in increased sales 
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Attitude towards your clients: 


What sort of reaction does you 
attitude elicit from your clients? 
As a professional property sales 
man, vitally interested in improv 
ing the effectiveness of your daily 
selling technique, your customer s 
reactions are of paramount im 
portance 

Customers are not people who 
buy from you automatically be 
cause they like you. but rather. 
they are problems wandering 
around in search of a solution. It 
may be that you never arouse an 
antagonistic reaction in your ch 
ents. We certainly hope that is the 
However. a sure method of 
getting the desired reaction is that 
of concentrating on the prospect's 
problem find out what it is 
show him the property best suited 
to his purpose help him make 
a decision so that both you and he 
have a mutual. friendly. and ob 
jective approa¢ h to the solution of 
his problem 


case 


Resell yourself on yourself: 


have 
been engaged in training men in 
all walks of life. 
salesmen, foremen, executives. 
workers. And in most of these 
training sessions one thing stands 


For a good many years | 


business men. 


out the lack of confidence many 
men have in expressing themselves 
Some people call this feeling 
stage fright Ve can also call it 

lack of confidence. Even an ex 
verienced real estate 
uffer from it 
bed ially alt 


salesman will 
occasionally. es 
cru ial 


ill hi 


some moment 


when he wants faculties at 
their best 

Nothing succeeds like 
Generally, salesman who lack self 
confidence will find that it results 
from a lack of knowledge of they 
merchandise’ a lack of per 
sonal enthusiasm for their job 
Charles Dickens once said. “What 
ever I have tried to do in my life. 
| have tried to do 
and to do it 


SUCCESS 


and 


with all my 


What | 


heart well 


have determined myself to 
devoted myself to comple tely 
Never to put one hand to anything 


on which | could not throw mis 


whole self. and never to alfect de 
work. whatever 


it was. I find to have 


preciation of my 
been a gold 


en rule The salesmen who will 
ekindle his personal enthusiasm 
for his find that he has 


in himself and cor 


iob wall 
full confidence 
stantly greater selling ypportuni 
ies 
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Attitude towards your service: 


Can you name at least 
erty vou sel 
’ Can you re 
bought fron 


Attitude towards the company 
Are y 


uu enthusiasti ibou 


i pr 
Opportunities in your work: 
5. Do you feel that your wor 
you first started to work? 
6. Are you doing as ent} 


prove your sale talat 


Attitude towards the company: 
Are you ¢ istentiy tren 


ve eacl 


Attitude towards yourself: 


mi feel fulls 


et 


Kn 


rtie 





| have 


SALEMAN’‘’S CHECK-UP CHART 


Capitalize on your individual sales personality! 


ves 


HIGH-LIGHTING YOUR INDIVIDUAL SELLING TALENTS: 


Check those individual sales talents which you feel are your particular assets 


Ability to | | 





Highlighting your individual 
sales talents: 

The initial “B. O 
calls to certain 
need and a certain product The 


inevitably 

mind a custome! 

calls to mind 
They satu 


' 
customer 


pause that refreshes 
a specific satisitaction 
fy” represents another 
Modern adv 
a highly 
fully 


atisfaction ertiser 
elling their products in 
competitive market realize 
a distin 
mark Lo | label 


pre duct 


the advantage of having 
trade 
make 


Irom. the 


tive slogan 
which will 
stand out 
One 


advertised 


then 


competition 


manutlacturer of national 


mattre ! 


es proved con 


clusively the value their indi 


vidual trade name in a tes it 
Brothers 

Philadelphia, by 
cal mattres ‘ 


Department Store in 
offering identi 


ses, with and withou 


their trade nam le by 


merchandising test in which 
mattress 
sold the 
times over 

Selling 


miunits 


carrying the 


unnamed 


Pheailt 


lems of capitalizing 
iduality s is to make 
impression mind 
prospect who |} thi 

| 


halie 


ou have 
been o chat if 
LLIN pPressi\ lat there 
ing: upor 
the 


| f 


men 
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e IN MICHIGAN 
The world’s largest neighborhood shopping center will rise on a 100-acre 
lowntown Detroit next vear. The center will be 
the Sub Dev Corporation, subsidiary of the 
L.. Hudson Company, Detroit depart 


tract just 10 miles from « 
guided to completion by 
heretofore strongly-centralized J 
sponsor of the gigantic 
variety providing every 


lent store and inspirer merchandising p 
More than 100 stores of every retail 
a large branch of Hudson’s, a theater and 
some six-thousand cars 


ervice required other re« 
tional facilities, and parking space for 
il plaza. The 


will 


wrdinated into an elliptics center will have 


rade population of 750,000 


e IN NEW YORK 
Rising into the New Yo skvline and scheduled for 
luxury apartment building at 


tion this Fall is the 
ind 87th Street, owned and built by Simon Brothers 


Avenue 
reservoir, the building will 


Overlooking Central Park and 
90 deluxe housekeeping units of three to six rooms, ai 
ing outlets for each room, television outlets, a bath for 
two to four exposures. The building 1s 


from lot line almost 


room and each unit witl 


irchitecturally planned to rise “straight up 
to the roof to give tenants unobstructed light and air, rather th 


The building will occupy 100 of 153 f 
I 


used for a one-sto 


have varied setbacks 


on &7th Street, the remaining area t ry 
basement garage with space for 75 « Architect is Ge 
Pelham I] and managing agents are ise & Elliman 


; 


=| 


e IN CALIFORNIA 


wry building 

April 1951 by 

y of S1.1950.000 

poration. Kitch 

ed with elec 
television 
built-in clo 

rs will serve 

j 


be furnished 


the 





AND BuILDING JOURNAI 


NATIONAI 





e IN NEW JERSEY 





Weerrrrer 
seeeaeua 8 


e IN LOUISIANA 


Am 
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INTERVIEW 


OF THE MONTH 


With 


ROBERT P. GERHOLZ, President 


National Association of Real Estate Boards 


How many houses 
building this year? 

Approximately two hundred 

In what price range? 

The prices range from $8990 to 
$11.000 

What is your estimate of the 
number of cities that will exercise 
the option to extend rent controls 
after January 1, 1951? 

Not controls. but production of 
housing is the thing that 
and demand into 
With the industry break 
ing all past records, there will be 
However. 
rent control has become a political 
football and unless join 
with the other segments of the in 
dustry, unite with the property 
owners and continue to vigorously 
Oppose rent control, no doubt the 
politicians will consider it 
politics to 
next January 

What effect do you think the 
trend toward no-down-payment 
will have on the future 
fore losure rate? 

It is amazing 
homes are 


are you 


new 
brings supply 
balance 


no excuse for extensions 


realtors 


good 
LOO 


extend controls after 


home s 


true that 
the best buy today. bet 
ter than at time in history 
\lortgage terms and interest rates 
important than the 
the initial down pay 
The mortgage is geared to 
the family’s monthly income. Pet 
sonally, | have a lot of confidence 
in the GI and his family. I con 
ider the present mortgage struc 


but 
any 


are more 
amount of 
mients 


ture sound 
Do you think there has been any 
progress in the fight against pub 


lic housing? If so, along what 


l nes? 

Unprecedented production — of 
the industry in providing the fin 
est small homes im the world and. 
we have had 
the community 
has voted public housing down. In 
my 


of course, wherever 


public referenda 


should 
pass the necessary legislation re 


opinion, every state 


quiring local public referenda on 


the question of public housing 


After all, the people should decide 
on the issue, not a half dozen men 
of the public housing authority, 
teaming with another half dozen 
politicians in local government 

What is the most important 
problem, in your opinion, facing 
individual home builders? 

The lack of suitable building 
sites for the small builders and to 
day's high manufacturing cost for 
the large builders. 

Do you think that building costs 
will continue to go up during the 
last half of the year? 

| beheve that prices will have a 
tendency to stabilize at present 
levels. Increases to date have not 
amounted to more than 5%. a sub 
stantial portion of which has been 
absorbed by the retailer and the 
builder 

What have you noticed in your 
travels around the country regard 
ing the price trend on residential 
properties? 

The price trend in existing prop 
erties in areas is down, in 
others firm, and in still others up 
Predications are based on local 
and conditions and it is 
impossible to generalize 

What was the most significant 
thing you noticed on your recent 
risil to Europe? 

Socialism at work in Britain 
Socialists have succeeded in mak 
ing miserable. By de 
stroying initiative and production 
efficiency, by placing business in 
a straight jacket a bureaucracy 
with its hundreds of controls and 
restrictions has succeeded in com 
pletely sterilizing the real estate 
ind building business. When you 
realize that the Administration in 
Washington is asking for the same 
thing here, it’s frightening, to say 
the least! 


some 


factors 


everyone 


General observations 


In the cities I have been visiting 
in 24 I have been forcibly 
impressed with the magnetic ap 
peal of the suburbs the tre 


states, 
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mendous shift of peoples to the 
edge of town. Around the big ci 
iies, growth of suburbs is the most 
spectacular, exploding all over the 
landscape 

Big cities, with their problem of 
traffic congestion and local park 
ing facilities, have lost their ap 
peal. With few exceptions, their 
growing days are a thing of the 
past and the era of rapid growth 
inside the big cities appears to be 
The country will continue t 
grow in the next 10 years as it has 
in the past 

The decade ahead will be 
of great expansion and great op 
portunity. Mortgage money will 
continue in ample supply and the 
so-called “housing boom could go 
on indefinitely. It will be a thrill 
ing challenge to the leaders of our 
industry and top priority will go 
to know-how, imagination, vision 
and bold planning. Leaders in the 
real must re 
think, re-plan, re-build American 
cities. In my opinion, the national 
economy will continue to expand 


over 


one 


estate profession 


| predict in the decade ahead 

1) Ten million 
the best in the world 

2) An increase ol 
population 

3) An additional 514 
new families 

t) $30 billion spent 
streets and highways 

4) Billions of dollars for 
chools, chure hes, and colleges 

6) Billions of dollars for new 
shopping centers in the suburbs to 
take care of the population shift 

These are just a few of the rea 
sons for the expanding opportuni 
ty in the real estate field in the 
decade ahead 

In my own lifetime, at the turn 
of the century, the total automo 
bile industry produced 1000 cars; 
the oil industry produced 63 mil 
lion 


new homes 


14 million in 
million 


on Tnhew 


new 


barrels; total steel produced 
men work 
ing in steel were paid 20 cents an 
hour for a 70-hour week. 

On April 1. 1950, the popula 
tion stood at 152.2 million, more 
than double that of 1900. Auto 
mobiles are being produced at the 
rate of 7 million cars and trucks 
per year, oil at the rate of 2 bil 
lion barrels, and steel at the rate 
of 90 million tons. Men are work 
ing in steel, automobiles, and in 
oil at approximately $1.70 per 
hour 40 hours a week 

The high standard of living in 
\merica is not a political phenom 
enon but an economic fact, which 
history of a robust, healthy, 


was 1315 million tons; 


is a 


and free productive economy 
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HOW TO CARE FOR WO 


PART f1 
By E. H. GUEST, President 
Nuroco Woodwork 


Proper fabrication and installation of woodwork 
are important to builders and property managers. 
But more important for longevity is maintenance. 
You'll want to know how to dust, wash, refinish 


gee GH correct fabrication and proper instal 
FA lation are indispensable to woodwork beauty, 
their pleasing effects will soon be destroyed if the 
woodwork is not properly maintained 

Of the three woodwork longevity requirements, 
maintenance is the most important. The soft patina 
of naturally finished woodwork and the rich light 
and color of painted woodwork must be cared for 
persistently 

Most used natural finishes are varnish, lacquer, 
and shellac. Frequently, wax is applied over these 
or used in their stead. Painted finishes are flat paints, 
enamels, lacquers. All finishes vary in their resist 
ance to wear, but, nevertheless, they must all be kept 
free of dust. dirt. and stains. Here's how vou do it 


Regular Dusting 
Two methods art 
cleaner 


practical: 1) tankless vacuum 
attachments. 2) soft cloths. Never 
cloths; they make a thick paste of the dirt 

feather dusters 
to settle back 
work down 


use oily 
Also avoid 
They only stir up dust, allowing it 


When dusting, start at the top and 


Washing 

When you wash wood surfaces. 
or sponge and just a little and Soap 
should be white and mild. Ivory will do, or a neutral 
detergent. Strong wall cleaners, like trisodium phos 
phate, are alkaline and will injure the finish 

Dip the cloth in the suds and wring well. Go over 
a small area at 
soft, dry cloth 
rinse with clear 
by waxing 


use a moist cloth 


soap water 


a time, then clean with a separate, 
If you use too much soap, you must 


water. After washing. restore luster 


Special Cleaning 

Woodwork that has accumulated a thick coat of 
grime through long neglect often cannot be cleaned 
effectively with soap and water 
liquid cleaners will help here Apply them liberally 
with a dampened cloth pad. After the cleaner 
remove with a fresh cloth, then polish or wax 


Spec ial paste and 


drys. 


Polishing 


Many liquid woodwork polishes, while not as pro 
tective 


and as good looking as well-buffed wax. per 
form satisfactorily and have the advantage of being 
quick and easy to apply 

Pour a small amount of polish on a cheesecloth 
pad; rub lightly over the wood, following the grain, 
then buff with a clean dry cloth Jest polishes are 
the liquid emulsions. Oily polishes, though less ex 
pensive, 


are not quite as good 
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Most woodwork requires polishing only once a 
month. However, woodwork near frequently opened 
doors and in heavily trafficked areas will need more 
frequent attention because of damp outer air and 
traffic dust and fumes 


Waxing 

Two types of wax are suitable. One is a liquid, the 
other a paste. To apply liquid wax, dampen a large 
cheesecloth and fold it into a pad, then pour the wax 
onto the pad and apply with long sweeping strokes 
along grain of wood. Remove all excess polish be 
fore buffing, then buff the surface well with a dry 
cloth. A well-waxed surface will not only highlight 
the woodwork, but it will also increase its resistance 
to staining, scratching, and other deteriorating action 


Repairing Surface 

Three types of damage are most common to 
work. They are scratches, stains. and burns 

Scratches on naturally finished woodwork can be 
camouflaged with crayon or colored wax. Touch-up 
waxy-stains are available, daubing on the 
scratch. Stain should be put on heavily and then 
wiped lightly until it approaches the color of the 
surrounding wood 


wood 


too. for 


Stains are a complex problem calling for many 
lifferent Water stains may develop on 
mieces that do not have protective coatings or wax 
or other resistant finishes particu 
larly “bloom” caused by atmospheric dampness 
usually yield to briskly applied soap and water fol 
lowed by furniture polish. If stains resist, use cam 


solutions 


Some stains 


phorated oil or a scratch concealing waxy-stain. Us« 
as many applications as necessary 
White stains from heat more 
camphorated oil or a waxy-stain. If the stain 
serious, refinishing is the only answer. (All surface 
subject to heat staining should be protected with a 
heat resistant finish, such as a bakelite 
me of the new phenolic resin finishes 
Burns, 
hidden by 


are stubborn. Use 


is too 


Val nish ol 


such as cigarette burns, may sometimes be 
sanding them down with fine sandpaper 
and then touching up with waxy-stain or a 
tain. If done skillfully. the will hardly show 
The checking of a woodwork finish usually occu 
when a highly polished’surface stands near a radiator 
win direct sunlight. Refinishing is the best 
to the problem. However, a coating of colored way 
will help conceal the checking. Avoid white wax for 
it will show in crevices 


varnish 


scar 


olution 


Finishes 


finish for woodwork. it 1s wise to 
first determine the kind and degree of wear it will re 
ceive Work counters, baseboards and much used 
doors should be given finishes that are easily kept 
clean, that won't scuff on istant 
to water and other 


In selecting a 


scratch that are re 
Staining 


Please turn to page 49 
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Cushion-top seat beside the fireplace is 
also a woodbox with a hinged lid. Logs 
are fed into the box from an opening 
outside. Also shown is a sliding ashpan 


Plenty of built-in storage space lines the 
walls of halls and stairways in this home 


ASR IT 


HATHA 
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New ideas that will add sales appeal to the 


homes you build and the property you manage 


A glass block wall assures 
plenty of light in the bath 
room with just as much 
privacy as the conventional 
wall. For ventilation, stand 
ard casement windows or 
other types can be installed 
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Long breakfast bar makes two rooms out of this 
kitchen by dividing it into a pleasant living-<dining 
room and a large cooking and food storage area 


Shelves for storing large, odd-sized platters and 
kitchen tools can be built under sinks, countertops 
For easy access, shelves can be made to slide out 





Luminous paint is the answer 
to dangerous stairways. A band 
on steps and handrails, and on 
protruding obstructions will pre 
vent accidents. During the day 
the stairway shows no light 


Homes Our Readers Are Bu | 


e@ IN WISCONSIN 


Po 


HEN 


ARAGE . s 
49x! 4 . _| 
L » % 


MONG the many time-saving devices employed 
; by Van Dyke Builders in Milwaukee on a house 
such as one pictured is a trailer work-shop that con 
tains a generator for electrical powe! tools 





Crews move from house to house with power saws 
without having to wait for city installation of ele¢ 
tricity. All lumber is cut on the job and no pre-cut 
tinge 1s 

Th 

| 


PCLT gy 


necessary 
company maintains a large shop on a railroad 
All millwork is 


kitchen cabinets. 


enabling direct delivery 


fabricated in the shop basement 


tairs, panorama windows, shutters 


\ typical home has approximately 800 square feet 
of livable floor space. Overall dimensions of the house, 


breezeway, and garage pictured are 65x271% feet 


Lot size is 120x55 feet 


The house has three bedrooms, or two bedrooms 


e IN MASSACHUSETTS 


One ol t centrally controlled air condition 


the tar 
ed garden apartments was recently opened to ten 
West i ohield VMlassachussetts 
iter ground was broken 

init project built by Charles Mar 
FS 


mcy mM just five 


builder, features year 
Youngstown steel 
( hurch plasty 


lt nt 
conditioning 

ts, Cellulite insulation 

fixture 

uildines « 15-acre tract. all hold to 

Each building forms 

ird the 


lumbar 
imibing 


yuarty extending to 
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and a den or dining room, depending upon personal 
cheice, a Roman-tile brick front, and plywood siding 
Price including lot is $19,000 

Construction products our builder calls attention 
to in the model home are Bildrite sheathing. Kohler 
bathroom fixtures, Mueller R.O.W. win 
dows, U.S.G. roofing, rocklath and plaster 

Flectronic-age devices also function for Van Dyke 
Builders. An telephone answering ma 
chine records telephone messages from foreman re 
quiring materials when there is no one in the office 
Nou after office If a cus 
tomer ecretary will make an 
appomntment 

Also for urgent telephone a mobile tele 
phone unit is installed in Curtis Van Dyke's car, en 
abling the office to him 


furnaces, 


automat 


one need be “on duty hours 


calls, the electroni 
DLUISTELESS 


to transfer important calls 





street. The rest of the ground re taken up by off 


treet par! ing area and enclosed pl HV spaces 
the 
the 


the 20 


Rental rates in this 608 project are: S87.50 for 


ipartments, STOO for 


t 
room units. S112 


29 three and one-half ro« 
half 


five room duplex apartment 


mn 


9? four and one 0 for 


Nir 


entrance to 


\Iartvn found that 
the project drew 
vith the sign. he 
Spaper é nd a small bro 
with 


In advertising his project 
a li rye billboard at the 
the most prospects. In conjunction 
also used classified new 
chiure 


the near 


tie-in camy Servel in 


expects a 
future 
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e@ IN CALIFORNIA 
camel a 


pa 
GARAGE DINING 
a6 B-0.6-6 


KITCHEN 





LIVING ROOM 
2x12 


BEDROOM 


3-1 at1-11 





\ PESTED sales-clincher, the packaged mortgage 
: is promoting sales among veterans and newly 
weds in the 80-home Tyler Park development. Gar 
den Grove, Califormia,” says Realtor James Gale. 

Most of the homes are sold under an FHA ot 
FHA-VA loan with no down payment to veterans 
The homes start in price at $8,000, which includes 
an O'Keefe & Merritt gas range, a Kelvinator refrig 
erator, and a garbage disposal unit. 

Sales also have been stimulated by the prospect 
of owning a full-grown orange tree at the rear of the 
lot. The development was originally an orange grove 
Rather than remove the trees altogether, the develop 
ers left the choice to the buyer. If he didn’t want the 
tree, it was moved at the builder's expense 


e IN WASHINGTON 


—— I expresses interest in a two-bedroom 
[ home. A salesman immediately takes him to 
several older listings on file with the realty and build 
ing Company Sometimes the prospect is not satisfied 
with the house. so the salesman takes him out to the 
company’s new home project. Usually his reaction 
to the new as compared to the old results in a sale 
This has proved to be an effective new-home sales 
technique for Steel, Steel, Steel, Inc., of Tacoma 
Houses in the company’s project sell for $7,500 
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Phe houses, five-room ranch-type, contain an ave 
age of 803 square feet of floor area 
14x30 feet 

For the convenience of young couples, the develop 
ment was built within two blocks of the 
school 


Fou 


Overall dimen 
sions are and lots measure 62x143 feet 


elementary 
basic models were constructed with 12 dif 
All homes have 
built of frame 
stucco, the homes feature personalized landscaping 
cedar shingle roofs 

Nationally-known products used in construction 
were Dexter hardware. Fuller paints, General Ele« 
tric fixtures, Kohler plumbing, Pittsburgh Plate glass 
ind U.S.G. Sheetrock 


ferent variations of front elevations 
attached garages but no basements 


Rs 


BEDROOM 
| KITCHEN 
a4 





BEDROOM 
1+6x10-3 


ia 


KHA-VA 


front and rear 


under Sale fe 


ture mk vice 


hardwood fh 


tr ipping, Ww 


financing 
picture winde 
spring-type aluminum wes 


closet 


Oring 
ither ardrob 


ty pe insula 


| doors on overhead track 
tion, tiled bath. outside nack 
to kitchen. automatic hot water 

believes in emphasizing trade 
names in their sales presentation, calling 
Duratil 


, 
. Ceiling 


storage space bar and 


dinette next 
The « 


he ater 


ompany also 
attention 
to H. C. Little hot air furnace Kohler bath 


room fixtures. Bendix washer 
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By GEORGE F. ANDERSON 


CLIENT came to a lawyer to 
A consult about selling his biild 
ing. The lawyer advised him to get 
a Chicago Real Estate Board Ap 
praisement betore he 
was done. The appraised value was 
$15,000, which no one would deny 
fair and eflicient 
ment. Phe lawyer said, “ll tell you 
what I'll do. Tl $25,000 
for the property.” The 
Why not, your money is as good 
deal 


( lapsed and = the 


sold, whic h 


Was a apprals¢ 


give you 
client said, 
as anybody else s The 
closed. A- year 
property increased in value to $35, 
OOO. Then the had 
been defrauded and wanted to set 


was 


client said he 


the deal aside 


It is not necessarily fraudulent 
lor a lawyer to deal with his client, 
but the burden is always upon the 
that the deal 
fair and This 
no doubt knew that we 
rising market, or he would not have 
bought th He should 
told this to his client, and his 
failure 


lawver to prove was 


reasonable lawvel 


were on a 


property 
have 
result in set 
ce al \ better 
been for the lawyer to 
client vo to 


had he 


to do so may 
ting aside the 
would have 
have the 
but if he 
deal 


— a tenant is put into 
the possession of premises, 


and no agrecment is made as to the 


Way 


another 


lawvel mav have 


lost the 


term, or the rental, he is a tenant 


it will, and not a tenant from vear 


to al 


Tn the of Herrel vs. Sizeland 
81 Tl. 457, the landlord invited the 
tenants to come and live 


CAs 


with him 
and promised to give them the land 
if they took care 
ot his lite, but 
heirs mack 


of him for the 
when he 


rest 
died, his 
a demand for immedi 
followed it up 
suit. The tenants 
least, that 
tenants from vear to vear, 


ate poss ssion, and 
by an ejectment 
claimed, to sav the thes 
were and 


entitled to sixty davs’ notice 


The court said 1 hie 
otf an annual rent is the 


reservation 
leading cin 
cumstances that turns leases for un 


certamm terms imto tease trom veat 


to vear. Hf the tenant be placed on 
the land 


scribed o1 


without any terms pre 


rent reserved, and as a 


mere occupier, he is strictly a ten 


int at will 


\\ kK lawvers tell the broker h 
should do this ind do that 
and do the 


the broker 
ticket 


other things just as i 
could write his 


i broker 


own 


Supposing is trving 


tt 


What may happen if a lawyer, giving real estate tax advice to a 


client, should decide to enter into a buying contract with his client? 


Do you know what constitutes a tenant at will? When a corporation 


official signs a sales contract with a client of yours for purchase of 


a property the corporation decides is not wanted, will the trans- 


action hold or are you left holding a worthless piece of paper? 


This month, our sage has chosen some frequently occurring cases 


to sell a factory building to a cor 
poration. The building has been 
vacant for many vears and if it isn't 
sold soon the owner will have to go 
to a home tor the aged. The broke 
has worked on a corporation to buy 
it, visiting the president time and 
time again. Finally the president of 
the corporation takes the pen in his 
hand and reluctantly signs the con 
tract. [he broker is shivering in his 
boots until the signature is finished 
for fe 
his mind 


ar the president will change 


retuses to go 


Lhe co poration 


through with the deal, claimin 


president had no authorit 
rt contract to buy real estate 


mwrnel and his lawver blame 


broker. The lawver savs to hu 
nut Should have demanded to sce 


What's the 
know 


uthorits matter 


noth 


Dont vou 


president was about to attach his 
John Hancock 


shouting, “Cease! 


jumping up and 
Desist, | demand 
vuthorits 1 hie onl, 


to see youl 


o 4 licy th tt 
POOK JUSTTICSS Pore in rw Sittla 
was to get the name on th 


ind take pot luck 


tion 
dotted line 


| 


| i party tried 


In many cases where 


to get out ol a 


contract on a rie 


ruthorits p! i, itsanatterthought 
They simply regret signing the con 
tract out. A 
broker should not be unmindtul of 
this. After the 


thre brok l a oht Sa\ 


and look tor a way 


contract 18 
handed, coaxing 
iuthorit 
havent vou 
probably 

hie door 
ruthorits 
i broke 
will continu 


somet 





the houses that young couples ‘built’ 


tastes and desires ol 


YATERING to the 

A young married couples sells homes fon 
Leverett in West Des Moines, lowa 

In this, his fourth project of 30 houses 


ire encouraged to bring then 


p rsonal 


| ties 


young couples 
Many ot 
them come with pictures from magazines claiming that 
they want their home to match. Mr. Leverett’s building 
organization then mixes all the paints to go with 
fabrics, wallpaper, furniture, and any interior deco 
rating ideas the young buvers may have 

Mr. Leverett poo idea to sell 
couples a home decorated the wavy he 
should want it. He 
as possible, and give them what they ask fon 
have the 
stocks to match furnishings thes 


owl ick «lS 


believes it a voung 
thinks they 
tries to cater to their whims, as far 
Buyers 
Opportunity to choose wallpaper from his 
have on plan to 

and light 


ing fixtures are selected by purchasers to match 


Color schemes blend throughout the home 

No more than two duplications of front clevations 
exist in the project. Better sales result from the 22 dil 
ferent elevations having varving setbacks to avoid 
row like appe arance 


Leverett homes have almost double the 


VlaSS ATCU 

of other houses in their class. Mr. Leverett believes that 

glass area should be used primarily for ventilation 

picture front cl 
1 

stalls two windows side by sick 

rear of the overlooking 


the garden. The kitchen is located at the front 


stead of windows on vations, he 


Living rooms in 


house have picture windows 


kach backvard ts planted with different species ol 
fruit. Other 


Buckeve 


neighbors to 


Magnoli i 


fruit trees enablin swap 


foliage such as 


from lot to lot 


varieties ol 11sO 
Var 


Lots measure 58x 154 leet, and the overall dimens 


ol the ! Both 


models are 30x44 feet and 26x38 
models have about seven hundred square fect ob Too 


two basi 


unong four rooms and bat! hi 


and two bedrooms. In the 


irea distributed 
kitchen 
is roughed in 
center hall 


provision is made fon 


room attic burtuire 
\ccess is trom iWwa oll the 


Wiring is alread 


future heat 


Space 


mistal utic and 


leone 


have 220-volt circuits for electric 


jor appliances, independent 
circuit 

I hie “ 
] 


priced 


framec-constructed ull 

S1LO0O0 to 

FLIA-GI loans 

payment of $65 per month 
Grace 

| 


known construction and 


from S12 500 


under combination 


marked lumber used « 
outh 
clude: Armstrong linoleum, Bilt 
and Eljer plumbing. Kennatrach 
heaters Hasting ilumimnun 
lowa Paint Manufacturing Company finish 
Manville Lux-Air furnaces, Moder 
Paine Lumber Compan 

Owens-Corning Fiberglas 


| ip Weslock hardware 


liclinig 
ware. Crane water 


roofing nfold 





By BERT V. TORNBORGH, CPA 


FAMILY PARTNERSHIP 


entered into between taxpayer 


Was 
and 
in the construction 
Despite fact that son-in 
law was absent in military service 
Pax Court upheld the partnership 
arrangement 


GAIN ON SALE of 
could not be accrued. ruled Appel 
late Court) (upholding the Tax 
Court), where performance of the 
was conditional 


LUMBER COMPANY 
TIMBER LANDS as 
The proceeds from such sales were 
a small part of its total in 
come, Court held company 


his son-in-law 
business 


real estate 


contract 


SOLD 
homesites 


only 
naild 


treat proceeds as capital gains 


STATUTE OF LIMITATIONS 
ma tax return is ifter 
the date ol three vears 
after date of paying the tax. which 
the 


outlawed he 


two vears 

filing on 

evel Is later In absence of 

fraud, returns are 

that In case of 
{ 


the burden of proot 


yond time fraud 
is on the Gov 
ernment. Customary fraud penalty 


s 50 of the int of the tax 
LO BE KEPT 
ruled the Tax 


part of his 


amon 


RECORDS HAD 
by wage earner 
ourt sO) ya 
me wa mi the 


OTAI rO EXPENSES 


mtd be 1 hy ( \ orporation 
ised 


i the 


partly 


TLielice 


t} 
i" 


tributable 


o constit 


ent 


PANPAYER 


had 


SOLD LO 


that 


heen inherited and 


1G 


f any taxes 
Supreme Court 
might take a « 


where taxpayer's in 


Appellate Court, such sale resulted or collection 


in capital loss since ihe lot was weve! has in 
not held in ated it 
but merely in anticipation of even view in case 

terests would be seriously damaged 


WHO MUST PROVE A CASI 
before the Tax Court? Is it. the 
taxpayer o1 the Government? An 
taxpayer. In his 


trade or busines ontrary 


tual sale 


RESIDENCE REQUIRED 
MAINTENANCE outlays between 
time it was listed for sale and later 
listed for Tax Court said 
such expenses 


rental swer Is. 
] 


maintenance were letter. Commiussione! 


properly deductible tain deficiencies and it is to com 
bat these 


AUTO EXPENSES WERE yy Loci page 
C] AIMI 1). by taxpayer, for use sg Howe, 
tf car on unimproved, back roads 
above the five cents per 


them in error 
petition 
with the Tax ¢ 
taxpayer has su 
that Commis 

he does n 


and 
his employer reimbursed to 
him. Court disallowed the 
claim because of lack of proof that 
the five cents-per-mile 


ove! 
mile 


extra 


illowance 


was insulhicent 


IN CONDEMNATION PRO 
CEEDINGS. Court stated that 
profit be recognized on en 
tire sum received by the taxpayer 


MIORTGAGEE PAYS 


AXES o1 


ASSUMI 
DELINQUENT 1 


rty Dl hore 


must 


is condemnation award, where no 
separate allocation was made. but 
vhere payment admittedly did in 
cl icle 
damages to adjoining 
Vora] ybtam 


ever possible 


REFUND CLAIMS should prop aa tie | 
erly be filed on form 843. Refunds or til) ete ath 
interest at the ri litional cost ¢ 
from date of ro] < Woithor 4 
to a date with 
the date I 


estate 
compensation for severance the vner against who 
property the ibove 

location wher payment by the mort 


d merely constitute an 


proper ty 


sure the 
‘ 


illowed carry ite ay vould be ad i 
6! per annum vent di 
verpayment of tax 


davs ol 


TIVE CORPORA 
RNS 


in about 30 INA 
the refund check RETI 
CAN INJUNCTION BI 
TAINED ag collectors t 
in collection of \nsw 


the law illy 


OB ct f itself does 


ast 
faxes 

essary 
rmally 


spec rin 


{ 


entering ot a suit 


of restraining the 
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Learn from a Layman 


Here's the ad 
} 


\ Kansas City advertising man 
deprived a real estate firm of $500 
by home with 
advertisement that 
$27.90. This ad. reports the latest 
of the Kansas City Realtor. 
drew more than 150 calls and sold 
the house to the first caller before 
4y for cash 


| SAID NO; 


Attitude 


if nt ’ 


selling his own a 


classified cost 


Issue 


favorably 


a.m 


MA SAID YES! 


bring 


member that 


to cl 


may 


seem to Know 


business 


OR you 
member 
and polit 
that ye 


ue were 


in helping them 


They 


they « 


rem 


vhen 


complaint, you were prompt and 
courteous in handling it for 
them 


You can 


favorably 


get 
ou 
é ; your 


\nalvze your 


HOOK! Y 
S f 


vour strong points now 


REDUCE 


YOUR 
BOILER-ROOM 


COSTS! 


DEPENDABLE 
AUTOMATIC 
HEATING 


BURNS LOW-COST HEAVY OILS 


For completely 
Rotary ( 


automatic heat or processing stear 
On irn elir t i and ashe 


The Winkler 


and the need 


fies the burning 


WRITE FOR INFORMATION 


WINKLER 


“cor OIL BURNERS 


cup 


U. S. MACHINE CORP. «¢ Dept. 0-70, Lebanon, Ind. 
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Inven 


mav do so either 
The 


you asa loud, flashy dresset 


you 


that ye 
| hey 


ia 


am 


individual 


bright | 


me, plus a 
OWNER, BEnton 


m 


may remember you as a man with 
a harsh, unpleasant voice 

iy remember you as an untidily 
dressed individual 


ose a sale to pay any attention 
to then personal problems They 


remember thi 


rrivic 


customers 


re 


by « 


weak points as a salesman. Review 


tory 


favorably or 
V may 


were too eagel 


were confident 
may 
deeply 


to ve 


apitalizing on 
strong 
own 


lue shutters 
ain't got any! 


fairly-priced 


the tullest use 
of these assets in dealing with each 
chent? Capitalize on 
sonal and establish a 


tinctive and individual sales per 


they? Do you make 

we 

antial 

separate 
wen 


these per 


dis 


assets 


to help you ch 
a5 sales in 1950! 
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Ther NATIONAL REAL ESTATE SECTION 


1000+. $3.95 


Raised letter, plateless 
cards on fine white stock 
Postpaid. Send copy 
ADVERTISING CO 
York. Samples free 
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They may re 
engraved busines: 
black or blue ink 
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505 Fifth Avenue, New 
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HOTELS 
may re — " ns 
Business Opportunities — Motels 
COLUMBUS, OHIO 


Willard Piper, Inc 
153 BE. Weber Road 


__Training FOR__ 
FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residentia! 
courses in Real Estate. Includes all p 
of the business. G.I. Approved. On- 

Job Trainees can take either course 


FREE CATALOG Established 1936 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 
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Greater Value 
at 


Lower Cost 


streamlined modular construction 


ofte 
attractive 


ODOT il 
Homes wid 
ot factory-built homes. Dis 
criminating real builders 
finding that Pollman Home 


the 


By 


Pollman new low costs in a wide 


variety 
estate and developers 


ire built by experi 
of their 


write tk 


enced crattsmen, increases 


further int 


pre stige 


subdivisions For wination 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREET, TOLEDO 9, OHIO 
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| Long 
[ ASH Term 
| or Lease 
for hotel properties 


IN ANY CITY 


COAST TO COAST 


CANADA OR MEXICO 


CHD 


Our representative will be glad to call and 
work with you. 


For satisfactory arrangements, utmost depend- 
ability and outstanding security WRITE or 
CALL COLLECT 


H. }. DALDIN, 

REAL FSTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
PHONE WOodward 2-5400 


WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS 
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Easily-Handled Metal Lath Cutters 


Builders, because of the increased use of metal 
lath. are expressing interest in a metal lath cutter 
manufactured by H. K. Porter, Inc.. Sommerville. 
Massachusetts 

This tool has center cut jaws with specially pointed 
noses to allow cutting in narrow places. No protrud 
ing screws or bolts extend from the tool to catch while 
user is positioning for a cut 

All types of metal lath flat-ribbed, reinforced, 
and special-patterned up to 3/16 inch diameter 
may be cut without distortion of metal according to 
the manufacturer 


Antenna Serves 75 TV Sets 


Jerrold Electronics Corporation of Philadelphia 
has developed a multiple antenna distribution system 
ible to operate simultaneously more than 75 TV sets 

According to the corporation, the Mul-TV system 
provides clear pictures and sound on all recelvers 
from any station ordinarily picked up by one receiver 
operating off one antenna 

The installation. says the manufacturer, is being 
used in a number of apartment buildings, giving 
each tenant TV facilities from a common antenna 


Pastel-Shaded Cabinet Showers 


Following the trend to colored bathroom fixtures. 
the Henry Weis Manufacturing Company, Inc., Elk 
hart, Indiana. has announced these colors for their 
cabinet showers: camellia, mist-blue. ivory, sun-tan, 
spring green 

One of the manufacturer's interesting treatments 
is the overall color harmonizing that blends the re 
ceptor and the interior walls into an integrated whole 

Other interesting features of the Weisway showers 
ire valves and heads capable of being mounted at 
easy-to-reach levels for children. Copies of a catalog 
discussing these features will be mailed upon request 
to builders writing the Henry Weis Manufacturing 
Company, Inc., Elkhart, Indiana 


Non-Staining Aluminum Nails 


Aluminum nails. according to Nichols Wire & 
Aluminum Company, Davenport, lowa, need not be 
countersunk and puttied when used in wood siding 
The result is a saving of S50 on a five-room basi 
house 

Once regarded as a luxury metal, aluminum can 
now be used as economically as steel or copper alloy 
nails. On an average five-room house the additional 
ost for aluminum nails is about $2.50, say the manu 
facturers 

Principal applications for iluminum nails are 
wood siding. gypsum lath, cedar shakes, slate and 
tile roofing, and aluminum roofing. Inside uses are 

board or other materials in a moist at 


mosphere 


NationaLt Reat Est 





Space-Saving Attic Furnace 


For attic installations where space is at a premium. 
srvant Heater has designed an automatic, gas-fired 
unit designated the Bryant Model 324 Winter Au 
Conditioner 

The 100,000 and 125,000 btu modifications of the 
324 use natural, manufactured, mixed, and LP gas 
[hey are assembled in two sections. The front section 
contains the 12 gauge exchanger, burners, controls. 
and draft hood. The rear section houses the blower. 
blower motor, and the filters 

Controls can be mounted either on right or left 
side, and for further versatility. the whole unit can 


be installed in basements or utility rooms 


Floor Tightening Leverage Tool 


A leverage tool for holding finish flooring tightly 
while it is being nailed to the rough floor is being 
manufactured by R. M. Products, Rochester, Mich 
igan 

Che device, which consists of a spiked shoe having 
a grooved contact piece on one end and a lever on the 
other end, is placed perpendicular to the finish floor 
ing with the contact piece engaging the tongue of 
the floor board. Pressure applied to the lever sets the 
shoe up hard against the board, seating it firmly 

Other uses are laying roof boards, applying shiplap 
| siding. stretching and any other job 


ind screens, 
requiring separating or drawing together materials 


Wood Finished Refrigerators 


Marvel Industries. Inc.. Sturgis, Michigan, makers 
of refrigerators. are meeting the demand for refriger 
ators finished in materials to match kitchen 
work, countertops 

For example, one model has a rich, birch wood 
grain finish in light brown bound with a_ polished 
iluminum molding 

Some features of these refrigerators are 
cally-sealed 


wood 


hermeti 
copper and nickel plated 
shelves, low height, large food capacity, flat tops for 
idditional shelf space 


compressor, 


Today’s Mortgage Market 


f page 


nance Agency. and FHA Commissioner Franklin D 
Richards and his staff 

The solution to the current problem on the mort 
yage market is a simple matter of supply and de 
mand. When the Federal Housing 
and Veterans Administration 
tablished at a level attractive to lenders, an active 
secondary market will be and the builders 
and home owners will not be facing a problem of 
where to place then mortgages or obtain funds. For 
example, should the rate on FHA and VA loans be 
+1, at the present time there would be no hesita 
tion on the part of the secondary market to invest in 
the VA 501 loans as well as FHA mortgages 

Approximately a million and a half homes will 
be built this year, setting an all time record. Despite 
ins. 


Administration 


interest rates are es 


created 


there will continue to be a tremendous demand 
for new housing for several years to come 

In my opinion, the capital to finance construc 
f these 
nut to 


tion « homes this vear 1s available and will be 


work. The subsidiary problems outlined above 
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will 
whole, 


cause but on the 
beheves that there will be no ma 
jor obstruction to the free flow of mortgage money 
during the balance of 1950 


temporary maladjustments 


the writer 


Care for Woodwork 


Continued trom page 39 


varnish and bakelite varnish, 

resin finishes are all highly 
water. alcohol, heat. They are easily 
Some of them. tend to yellow or 
with age 
Shellac is quick and easy to apply and can_ be 
readily removed when refinishing 1s necessary. It 1s 
good covering for floors, but only interior floors not 
subject to wetting or extensive wear Shellac may be 
mixed with a pigment to make a pickled or blond 
finish 

Wax untreated makes a 
gleaming surface able to stand a surprising amount 
of abuse. One virtue is that the wax may be easily 
removed and the soiled wood sanded clean, then re 
finished. Modern using unfinished 
wood extensively. But if it will be exposed to much 
handling, it is not a practical finish 

Clear lacquer is a finish that resists many stains 
It has the virtue of being nearly water-clear. Clear 
lacquer should be applied with an air brush after the 
surface has-been thoroughly cleaned to remove dirt 
or oil that may cause peeling 

Woodwork subject to wear should be enameled. A 
semi-vloss is better looking and more substantial 


Spar the 


resistant t 


also new 
phenol 
blows washed 
darken 


however. 


t 


over stained ol wood 


decorating is 





It’s Easy... 
It’s 
Economical! 


HERE'S HOW 


Be free of delays when the building is ready for the chimney 
get fast action, just phone your local lumber or heating 
supply dealer or write Van-Packer direct 
VAN-PACKER PACKAGED CHIMNEY 
ENTIRE CHIMNEY SHIPPED 
COMPLETE (Convenient 2-foot 
sections base housing, root 
flashing, chimney cap.) Noth 
ng to buy. EASILY INSTALI 
4 man hours by a sheet 
man ofr carpenter. Light 
Needs no foundation 
Fits between floor and ceiling 
jorsts and root rafters, 16° o.« 
No jormts of rafter cutting ne 
cessary 
wm SAFER. The only 
fj %)\ light-weight masonry 
$ UL} himney approved by 
—_ Underwriters’ for any 
“ee fuel. Can be used with 
pe of heating installation 
lly meets {A require 
IMMEDIATI SHIP 
MENTS made direct to project 
ECONOMIC AI Save 
to $0 over brick. A lifeti 
more efficrent 


better draft 
LIBERAL DISCOUNTS ¢ 
t builders 
VAN-PACKER CORP. 
Rm. 1749, 130 W. Adems St. 
Chicege 3, tl 
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National Real Estate Section 








Every Type of 


Real Estate Sign 
*® Attractive 

* Durable 

*® Low cost 

*® Prompt service 


* Masonite 
11i¢ tal 


cardboard 


assortment of stock signs 


Large 


Write for informatior 


SETLICH SIGN co. 


2807 Goodfellow St. Lovis 20, Mo. 














We've Been Making 
REAL ESTATI 


Su 1948 


Thousands of Realtors All Over the 
Nation Know that our Signs are the 
Most Practical and Best Buy of All 


DO YO 


Write for Prices and Literature Today 


{ ur letterhead please 


HERMAN SIGN COMPANY 


ifiliate Member St. Louis Real t eb 
5355 Walsh Sr. St. Lovis 9, Mo 











METAL SIGNS 


Realtors Sign Service 





Night & Day *“Glo’/ 


SIGNS 


Buy Direct Factory to You 


CARDBOARD 
METAL 
MASONITE 


MELAL STAKES 
PROMPT SERVICH 


i/i Standard Sizes 


$5.00 deposit brings act 
Balance will be ay 


WRITE DEPT. MS-1 
WE SIGN THE 


CTIVE DISPLAY ADV 


Chicage 8, Mil. 





1702 West 19th Street 








The war scare’s effect on home building is causing housing experts 
to divide into two camps of opinion. Some believe it will step up 
the building pace for the present; that prospects who have delayed 
their decision to buy will be motivated by the fear of building con 
trols if war is declared. Another school of thought. and one that is 
well-documented, is that many builders with a wary eye to the 
Far East situation will postpone projects planned for this year until 
the military horizon clears. Regardless. to make 
some concessions in their plans, due to shortages in steel, limber, 
other building items. Total starts this year may hit a peak of 11 
million 


builders will have 


A production rate of one million homes per year seems to be the 
best level for sustained production. When the pace gets hotter than 
that, competition for men and materials ups the price of housing 
It is now obvious that a production rate of 114 million or two mil 
lion homes per year might produce fantastic price rises. Yet, it 
wasn't too long ago that Leon Keyserling. chairman of the Presi 
dent's Council of Advisers. called for the industry to 
produce two million homes per year 


kx OTLOIMTLAC 


A “mother-daughter” 


chasers of 


burglar team, posing as prospective pur- 
has been giving folks in Jacksonville, Florida 
a bad time. Their modus operandi is to find occupied homes for 
ale and, while the “daughter” engages the 
eotiees loots the house The Jacksonville 
following description: “The older approxi 
short and stout; most of teeth missing; disreputable 
wears soft bedroom slippers; di irk complexion: uses poor 
I:nglish; poses as a trained nurse and widow from Milwaukee: 
given to braggadocio as to “people she knows;” pretends to be in 
the market for a property with at least $15,000 down payment 
Sounds like a very likely prospect The daughter is supposed to 
be 14, 


a home. 


broker in conversation 

Joard of Realtors has 
ued the woman Is 
mately 50; 


looking 


but looks much older. “She” might be a man dressed in fem 


inine clothes 


NAHB is still fighting the misrepresentations in advertising by some 
of the “build-it-yourself” book publishers. The Buffalo Better Busi 
ness Bureau made one such publisher tone down his ads; all other 
bureaus have been alerted. A nurse in a New York City hospital 
reported last week that four out of six beds in one ward were occu 

amateur home builders, all victims of accidents incurred 

to build their own homes 


pied by 
while trving 


California builders have joined hands to promote an exhibit of fur- 

nished luxury homes. They're called “Castles in Air” homes. The 
consists of four estate-class homes, to be open to the 
Ihe Shriners’ Hospitals for ( rippled Children 
homes represent invest 


exposition” 
public for 90 days 
will receive net admission proceeds. The 
ments of $350,000 


NAREB is seriously considering a plan for a $3 million public rela- 
ons fund to promote home NAREB would raise tw 
thirds of the sum by taxing its me ae rs $1000 each. 
kicking in the rest of the sum. The idea is still in the deve 
ve, with Benton & Bowles, New York 
river s seat to promote if 


ywnership 
—_ industr \ 
lopment 


advertising agency. in the 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ ALBANY, N.Y 


Picotte Realty, inc 
120 Washington Ave 


@ALGUSTA, GA 
Svivia M. Barry 
\ucusta’s Leading 


Realty Broker 


e@ DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


@ DENVER, COLO 
V. J. Dunton Realty 


Co 
400-10 Midland Sav 
ings Bldg 


FOR EXPERT 


@KNOXVILLE 
1ENN 


Richards Real Estate 


0 
722 Market Si 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 Fast 42nd Street 
Main Street Proper 
ties Anywhere in the 
U.S.A 


@ORLANDO, FLA 
Harlow G. Fredrick 
Anywhere in Florida 


@ TOLEDO, OHIO 
Schuster & Co 
George E. Schuster 
Gardner Building 


APPRAISAL SERVICE 


@eCOLUMBUS, OHIO 


William P. Zinn & 


o 
37 North Third St 


eCONCORD, NLU 
William E. Sleeper 
Realtor-Appraiser 


@EAST ORANGI 
NJ 


Godirey K. reser 
M.A.I Ss A 
1 N. Harrison St 


@LOs ANGELES 
CALIF 
Marshall W 


Taggart 
1636-1640 Wilshire 
Bl ve 


@MINNEAPOLIS 
MINNESOTA 
Norman L. Newhall 
M.A 

519 Marquette Ave 


@ MINNEAPOLIS 
MINNESOTA 


J. F. Sutherland 
M.A 


17 Bast 24th Street 


@ NASHVILLE 
TENNESSEE 
Biscoe Griffith Co 

Since 1914+ 
214 Union Street 
Tenn.—Ky.—Ala 


@NEWARK, N.J 
Harry J} Stevens, 


478 Central Avenue 


@eNEWARK, NJ 
Van Ness Corpora 
tion 
H.W. Van Ness 
President 
24 Commerce St 


@eNEW YORK, NY 


Scientilic Appraisal 
(Corporation 

7 Bast 42nd St 

$200.00 values and 
up only 


@ePHILADELPHIA 
PA 
Richard J. Seltzer 
M.A. 


12 South 12 Street 


est. LOUIS, MO 
Otto J. Dickmann 
M.A.I 


1861 Railway Ex 
change Bldg 


est. LOUIS, MO 
Henry R. Weisels 
Company 
s.ER Est. 1894 
318 North Bighth 


e@ TOLEDO, OHIO 
Iloward W. Etchen 
M.A.I 


Fichen-Lutz Co 


FOR LAND PLANNING 


@WILMETTE. ILI 
Myron H. West 
916 Greenleaf Ave 


FOR IDEAL 


STORE LOCATIONS 


@ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@ALGUSTA, GA 


Sherman-Hemstreet 
Realty Co 
S01 Broad Street 


@ BALTIMORE, MD 
B. Howard Richards 


n 
Morris Bidg 


@DES MOINES, IA 


Donahoe Investment 


o 
Retail, Wholesale 
Industrial 


@KANSAS CIIY 
MO 
Moseley & Company 
Retail, Wholesale 
Industrial 
Suite 1111, Insur 
ance Fach. Bldg 


@NEW ORLEANS, 
LA 


Leo Fellman & Co 
829 Lnion Street 


@OKLAHOMA CITY 
OKLAHOMA 


H. F. Bradburn 
bidelity Bidg 


@OKLAHOMA CITY 
OKLAHOMA 


Tom Pointer Co 


4 Local Bidg 


eSt. LOUIS, MO 
Isaac T. Cook Co 
1818 Arcade Bidg 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 

Ave 


eWASHINGTION 
( 


D 


Shannon & Luchs 


Co 
1505 H Street, NW 


FOR PROPERTY 


MANAGEMENT 


@ ANDERSON, IND 
A_L. McKee 
Anderson Banking 


eCOLUMBLUS, OHIO 
William P. Zinn & 


o 
4? North Third St 


@DENVER, COLO 
Garrett-Bromfield & 
Company 
Security Building 


FOR FARMS 


@eDENVER, COLO 
V. J. Dunton Realty 


o 
400-10 Midland Savy 
ings Bide 


e@ FOLEDO, OHIO 
Schuster & Co 
George E. Schuster 
Gardner Building 


@ TOPEKA, KAN 
Greenwood Agency 


108 Fast Seventh St 


AND RANCHES 


@eDENVER, COLO 
V. J. Dunton Realty 
(Company 
400-10 Midland Sas 
ings Bidg 


@1L.OS ANGELES 
CALIF 


California-Nevada 


ompany 
412 W. 6th Street 


FOR CHAIN STORE 
LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization R. ©. Blase 
842 Hamilton St 434 State St 
Specializing Fast 
ern Penna.”” 


@SCHENECTADY 
N.Y 


eCOLUMBUS, OHIO 
William P. Zinn & 


@eSYRACUSE, N.Y 
Jackson M. Potter, 
Inc 


© 
? North Third St Fast Genesee St 


e@ FLOLEDO, OHIO 
The Al E. Reuben 
Company 
618.20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, NLY @ MOBILE, ALA 
Picotte Realty, Inc Thos. M. Moore 
120 Washington Ave Industrial Site Spe 
cialist 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
Specializing Fast 
ern Penna 


@OKLAHOMACITY 
OKLAHOMA 
Tom Pointer Co 
14 Local Bide 


eCOLUMBUS, OHIO 
William P. Zinn & 
Company 
North third St OST. [ATUES, MO 
Onto J. Dickmann 
M.A.1 
186! Railway Ex 
@CONNECTICUT cb Bid 
AND VICINITY si A 
Nathan Herrup, Inc 
61 Allyn St 
Hartford 
est. LOUIS, MO 
Henry R. Weisels 
nonce cory Company 
@eDODGE SIR Fst. 1294 
KANSAS S18 North Fighth 
L.. Bh. Hancock, tn 
P.O) Box 947 


eINGLEWOOD @SAN JOSE, CALIF 
CALIF Thos. L. Mitchell & 
(Company 

97 BE. Santa Clara 
St 


Emerson W. Dawson 
P.O. Box 555 


@ KANSAS CITY 
MISSOURI 
Moseley & Company 
Retail, Wholesale 

Industrial 
Suite 1111, Insur 
ance Each. Bidg 


eSCTIPNECTADY 
NY 

RK. C. Blase 

434 State St 





Rates for Advertising 
In the “Consult These Specialists” 
Department 
Per 
lasue 
$3.00 
$3.50 
$4.00 


Additional lines, 50 cents per issue 


« ines 12 issues 
2 lines fh issues 


2 lines less than 6 issues 


No charge for city and state lines 
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SUNTUBON, 


cJehn |). Galbreath § Co 
Resitors “ 
~1@) NEW CHAMPION HOMES FOR 1950! Sihatig tien 


DESIGNS AVAILABLE 


QUALITY THAT WINS DEMAND means more 
profit for you! CHAMPION Homes withstand all 
climatic conditions because of rugged construction 
and quality-inspected structural materials. They are 
available in 3 sizes and 30 designs varied colors 

enough architectural variation for many com 
binations in large group developments, with no 
two homes alike! 


QUICK, EASY ERECTION that SELLS the CHAM 

PION! Expertly engineered, CHAMPION Homes can 
be erected and under roof in one day! Interim 
financing is available to qualified Gunnison dealers! 
Orders are shipped by truck withia. 350 miles, or by 
freight (2 in a car) anywhere in the U. Sy This.sime” 
plified building method means CHAMPION Home 

earn more PROFIT FOR YOU! x 


The daHef’@m the right TELLSTHE STORY! This 


dealer's experience 
POSITIVE-PROOF that 
PROFIT FOR You! iJ 


Write | B-4 tor dealer information 


MPION..Homes is 
Ne earn more 


“UNITED STATES STEEL (Ug) coRPORATION SUBSIDIARY 


NE W ALtCBSANY, ee AL Ae A 





